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muna Y our Garage Hardware Sales 








— These Are the Months 


To Make 


i i HE majority of garage building and repair- 
ing is done during the Spring and Summer 
months. Are you pushing the sale of garage 
hardware as vigorously as you should be doing 
now? 


Don’t wait for customers to inquire about it— 
you tell them. Auto owners, builders and con- 
tractors are the people to approach. 


Show them the NATIONAL Line. Explain its 
many features. And tell them how NATIONAL 
Garage Hardware is sold in sets—complete in an 
individual box with all necessary bolts and screws 
and full directions for attaching. 


The set shown is our No. 806—a popular set of 
the hanger and rail equipment type. It is abso- 
lutely weather-tight, yet free-running. Made en- 
tirely of steel in all standard finishes. 


And Remember— 


when you buy from us, you 
buy direct at a saving 
sell at increased profit. 
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Six Sporting Goods Turnovers Total $180,000 
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That Is the Record of the J. B. Shannon Hard- 
ware Co. of Philadelphia—This Department 
Nearly Forty Years Old 


By K. H. LANSING 


NE of the largest and most 
O complete sporting goods 

stores in Philadelphia is con- 
tained within the old established 
house of the J. B. Shannon Hard- 
ware Co., 816 Chestnut Street. The 
sporting goods department stands 
entirely on its own responsibility 
and transacts yearly a_ business 
amounting to a good 30 per cent of 
the entire gross sales of the house, 
turning over its stock which aver- 
ages $30,000 when at its height, 
about six times a year. 

The department came _ about 
through the desire of some farmer 
boys to hunt and fish. In the early 
eighties, V. V. Dorp, the present 
vice-president of the company, was 
placed in charge of the “grange” 
department, the concern at that 
time carrying a stock of agricul- 
tural implements. Lads from the 
rural districts occasionally asked 
for guns, so one day the house put 
in a small glass-front display case 
containing four guns, six revolvers 
and a small quantity of shells and 
cartridges. 

New Lines Added 

From that small case, which, by 
the way, still has a place of honor 
in the store, the sporting goods de- 
partment sprung. But for six years 
there was no attempt to add to it 
materially. Then, because the rural 
youths kept asking for fishing rods 


‘and poles, fishing tackle was added 


to the stock. 

This proved to be a wise step 
and the farmer boys flocked to the 
store in season to purchase rods, 
reels and flies. It was not until 
1894 that a general line of sporting 
goods was installed in the store, 
with Mr. Dorp as the manager, a 
position which he occupies to-day in 
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conjunction with his duties as:vice- 
president of the company. The 
various articles, on the whole, were 
quite inexpensive as compared with 
the products of to-day, but they 
served their purpose. Baseball and 
football paraphernalia formed the 
“backbone” of the additional stock. 
In the meantime, since the opening 
of the sporting goods department, 
the company, from at first handling 
shells, had begun to hand-load them 
in the store. This part of the busi- 
ness grew rapidly, the demand be- 
coming tremendous. For ten years 
the store continued this work and 
then rapid shell-loading machinery 
caused its abandonment. 


Sport Sections Sharply Divided 

The present lines of sporting and 
allied goods carried, consfst of 
guns, hunting apparel and acces- 
sories, revolvers, fishing tackle and 
accessories, skates and_ skating 
shoes, with which great success has 
been experienced; wading shoes, 
baseball, football and tennis para- 
phernalia and lunch kits, including 
vacuum bottles. Ordinarily there 
are three men in the department, 
but during a rush season there are 
five. The concentrated portion of 
the sporting goods department oc- 
cupies 1440 square feet, an impres- 
sive inclosure being made on the 
main floor through sharp depart- 
mentization by means of showcase 
and counter arrangement and by 
signs. The department also is 
sharply divided into sections, or 
groups of the various types of 
stocks. 

Handsome hunting trophies pre- 
sented by customers to the store 
adorn the walls of the department 
and these are highly valued. They 
include several kinds of fish, the 
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Hunting and fishing trophies decorate the walls of this sporting goods department 


head of a huge sea turtle, and the 
heads of several kinds of deer and 
other big game. Most of these sub- 
jects were obtained by means of the 
hunting equipment sold by the store 
and are the tributes of the firm’s 
grateful friends and patrons. 


One Window Devoted to Sport Goods 


The goods displayed in the case 
are shifted about, or else changed 
entirely at least once a week, so 
that there is never any monotony, 
or any false inference to be deduced 
that the department is marking 
time. One entire show window al- 
ways is devoted to the display of 
sporting goods, because of the im- 
portance of the department to the 
store, and this window is staged at 
least once a month. However, 
should any seasonal change appro- 
priate to a renewed display come 
in the meantime, the window is im- 
mediately redressed to suit the oc- 
casion. Sometimes a trophy or two 
from the interior of the department 
is placed effectively among the 
hunting goods in the window. 

The store has a decidedly dif- 
ferent “steady” clientele from the 
majority of sporting goods stores 
in the Quaker City, a large element 
of its patronage in the hunting and 
fishing line being drawn from 
among the older and wealthier resi- 
dents, such as bankers, brokers, 
jurists, and heads of industrial con- 
cerns—such men as are charter 
members of golf, country and field 
clubs in Philadelphia and vicinity. 

“We have been selling to certain 
of our customers for years,” says 
Mr. Dorp. “Some of them have been 
on our books for considerably more 
than twenty years. We know that 
these people never buy sporting 
goods anywhere else. This is par- 
ticularly true of our ‘old line’ cus- 
fomers who hunt and fish a great 


deal. We look after their wants 
carefully. We are careful to give 
the best of service, in addition to 
carrying quality goods and I am not 
boasting when I say we very seldom 
lose a sale. Those in this depart- 
ment have been here a long time 
and are not only thoroughly famil- 
iar with the different stocks, but 
with our regular customers, their 
likes and dislikes and any peculiar- 
ities they may evince.” 


Manager Believes in “Dealer Helps” 


Mr. Dorp thoroughly believes in 
displaying goods where the cus- 
tomer may examine them at his 
leisure. This is seen not only in 
the type of display cases used, but 
in the manner of shelf and bin 
arrangement. He is also quick to 
use practical “dealer helps” from 
the manufacturer, such as cut-outs 
in several colors, espegially those 
depicting action in sport. Adver- 
tising by circular, poster and en- 
velope stuffer was formerly in- 
dulged in lavishly when new lines 
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were put in, but more recently it 
has not been found necessary to re- 
sort to this means of holding pat- 
ronage. 

Mr. Dorp, when his department 
was not so widely known as it is 
at present, used to be a leader in 
promoting various kinds of sport 
and was accustomed to attend every 
trap-shooting event for miles 
around. He still goes to trap-shoot- 
ing meetings and takes keen enjoy- 
ment in “clay pigeon busting.” 

Mr. Dorp is an example in the 
way of being early “on the job.” 
The store is not formally opened 
until 8 o’clock, but usually 7, and 
not infrequently 6, finds him hard 
at work at his desk. 

“TI can get more done in the way 
of answering correspondence and 
laying out plans and figuring before 
$ o’clock in the morning, than I 
can after that hour,” he declares. 
“It’s very quiet then and there are 
no interruptions.” 


Bulletin Boards Are Featured 


A feature in this department 
about which everyone remarks, is 
a large bulletin board fastened to 
a pillar, and utilized for posting 
announcements of sporting events, 
opening and closing of hunting and 
fishing seasons, special sporting de- 
partment notices, interesting clip- 
pings from newspapers and journals 
bearing on sport, and the like. Such 
postings are made almost daily. 

Another store bulletin board, by 
the way, which has no bearing on 
the sporting goods department, yet 
which might well be copied by other 
hardware stores, is a large one at 
the head of the stairway, in about 
the center of the store, leading to 
the basement. On it is posted in 
fair-sized, easily legible black let- 
ters an alphabetical list of the 
wares to be purchased in the base- 

















A corner of the baseball section. 


Announcements of local sporting events are posted 


daily on the bulletin board in the background 
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ment, starting with “anvils” and 
ending with “wheelbarrows.” It 
serves not only as a guide, but is a 
great time-saver to customers, who 
thus know in advance just about 
what they can purchase below 
stairs. In that basement, by the 
way, is a wonderful layout of 
screws, cabinet ware and parts. 
Even parts for radio apparatus are 
to be found there. Everything is 
quickly accessible and under the 
charge of an expert mechanic who 
knows the uses of the articles. 

Aside from its sporting depart- 
ment, the Shannon hardware busi- 
ness has a most interesting origin. 
Its founder, J. B. Shannon, first took 
a little shop on North Sixth Street, 
between Filbert and Market Streets, 
having exactly $10 as his capital. 
His business was repairing locks 
and fitting keys, and he did this so 
well and so much better than his 
contemporaries in the district, that 
custom came to him, wearing a path 
to his door after the manner of Em- 
erson’s much-quoted mousetrap- 
maker. 


Once “Littlefield, Hattrick & Shannon” 

Not long thereafter, a man named 
Littlefield,, who had invented a por- 
celain doorknob with japan backing 
and a trigger, was allowed space in 
his shop. Their work was logically 
along somewhat similar lines and 
together they were able to draw 
more patronage than either had 
done separately. Still later came 
another man, Hattrick by name, 
who had a different type of contriv- 
ance, a knob with a trigger raising 
the latch. All three men combined 
to form a company which traded 
successfully as Littlefield, Hattrick 
& Shannon. This company was 
started in 1846. Thirteen years 
later, Mr. Shannon took over the en- 
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V. V. Dorp, vice-president of the company and manager of the sporting goods depart- 


ment, has his office behind a barricade of display cases whose contents urs 


chanacd 


frequently 


tire business. He moved it to 1009 
Market Street and the business suc- 
ceeded so well that some time later 
the concern was able to move into a 
building erected especially for it, at 
1020 Market Street. The business 
was incorporated in 1908. 

The company has been at its pres- 
ent location since 1905. 


The founder’s five sons at one 
time were all connected with the 
business. The sole survivor is the 
company’s present president, Alfred 
P. Shannon. The other officers are 
Y. V. Dorp, vice-president; C. Rich- 
ard Watson, general manager; S. 
Gilbert, treasurer and William 
Lane, Jr., secretary. 


Sale Lost, Customer Made 


7? HAT can you do for me 
W about a spring like this— 
it’s from my range oven door?” 

The hardware merchant looked at 
it. He did not carry any parts and 
most of the hardware men in town 
kicked about them. 

“What make of range?” 

That was the make that his county 
seat competitor, the furniture store, 
carried. He wondered why the man 
did not go there. 
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The J. B. Shannon Hardware Co. believes in using “dealer helps,” as may be seen by 
this illustration 


1905. 


“Well, I can get it for you. We 
couldn’t begin to carry all the parts, 


but there is a foundry and repair 


concern in Chicago that does. If you 
like, I’ll order from them. Just leave 
this part here. It will take a week 
anyway.” 

“That will be all right. Now— 
I’m going to give you some business. 
You were white about that part, 
when you knew I got the range some 
place else. I want a wrench and a 
saw. What have you got?” And 
after showing the man through the 
line and satisfying him that the 
prices were satisfactory the two tools 
were sold. Then the new customer 
tarried to talk a while. 


Worth While Effort 


“And before I go,” said the man, 
“I want to let you know that you got 
this sale because you took care of 
me on that little two- or four-bit ar- 
ticle there. Our range was bought 
last year, but in moving here the 
spring was broken and kept bother- 
ing us. I went to the place down on 
Oak St. They said they didn’t carry 
parts and didn’t offer to get one for 
me. I passed them up on these tools 
too, and will in the future. I wanted 
you to know, that’s all.” 
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W. J. Pettee & Co., Oklahoma City, Okla., believes in making the setting of a display conform to the nature of the articles shown. 


This window is a good illustration 


of the way in which it works out 


























Introducing Realism in the Toy Department 


Seasonal Settings Assist in Selling Summer Play- 
things for Well Known Hardware Store—Novel 
Displays Serve to Bring Customers of All Ages 


“NHIS is a story in which no 

‘| names will be mentioned. 

Perhaps, some of you who 
read this will recognize some of the 
characters and be able to imagine 
the place, in which some of the 
things herein recorded are alleged 
to have occurred. But whether you 
recognize the characters and the 
place, or fail to do so, is in itself, of 
small consequence. 

If, however, you recognize some 
of the merchandising facts, demon- 
strated by the unnamed characters 
in this story, we shall feel that our 
efforts have been worth while, even 
though we have been prohibited by 
circumstances from including in it 
the full flavor of conviction that the 
mention of names and places al- 
ways gives to any story of fact or 
fancy. 

In one of the prosperous, medium- 
sized cities somewhere east of the 
Mississippi River, a hardware mer- 
chant who had enjoyed unusual 
business success because of his pro- 
gressive methods of merchandising, 
happened to see an advertisement 
one day in a hardware trade paper 


By CHARLES DOWNES 


which told about the possibilities 
for the hardware trade in toys. It 
was early in the fall, two years ago, 
that he happened to see this ad. It 
made an impression on him, so he 
wrote for literature and informa- 
tion about a number of different 
lines of toys, particularly inquiring 
about the time of shipment, dis- 


Assorted joys 
That men call toys; 
Velocipedes, 
And all the needs 
Of childhood, may 
Be found to-day 
In hardware stores 
Constructive toys 
For growing boys, 
And dolls with curls 
For little girls, 
Are things of play 
You find to-day 
In hardware stores. 


—C. D. 


counts and so forth for the Christ- 
mas trade. 

In reply to his letters he received 
a mass of booklets, circulars, letters 


and general information. Within a 
few weeks he had received calls 
from salesmen representing firms in 
nearly all parts of the country, and 
the result was that he bought a well 
assorted stock of toys. 

When the Christmas season came 
he did a good deai of advertising in 
the local newspapers, sent out cir- 
cular letters, and had several win- 
dow displays arranged so that near- 
ly everybody in the city knew that 
he had an unusual toy stock for the 
holidays. 

The holiday buying period opened 
and the toy sales began very satis- 
factorily. Indoor games, dolls, doll 
houses, and a large amount of small 
articles attracted attention and sold 
well. Considering the depressed in- 
dustrial and commercial conditions 
that prevailed at that time, the toy 
sales that this merchant enjoyed 
were better than the average. It 
was the result of advertising, spec- 
tacular displays and _ persuasive 
selling methods. 

But when inventory time came 
the stock of toys was far from be- 
ing depleted. Following inventory 
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this merchant made another effort 
to move some of his toy stock, and 
in ordinary times the result would 
probably have encouraged him to 
re-order. But at the time he 
launched his after inventory sale on 
toys nobody in the town had any in- 
clination to buy. Some of the fac- 
tories had closed down, people had 
spent as freely as they had been 
able before Christmas, and the ef- 
fort to obtain just the simple neces- 
sities of life was, to many, psycho- 
logically discouraging. 

So, naturally the toy sale, liter- 
ally speaking, went flat. From that 
time on until late into the spring no 
particular effort was made to sell 
toys. The necessity for displaying 
seasonable goods forced the toys 
into the back part of the store. 

The continued and persuasive ad- 
vertising of the manufacturers and 
jobbers of toys in the trade papers 
gradually began to get on the 
nerves of this merchant. One day 
last May or June the opportunity 
presented itself for him to give full 
expression tv his feeling about toys 
in particular and toys in general. 
One of the salesmen who had called 
upon him the previous fall, and who 
had sold him a large proportion of 
the stock that was still in the store, 
came again. 

Well, after the atmosphere, had 
cleared sufficiently, and the mer- 
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chant had expressed himself until 
he had exhausted both himself and 
the subject, the salesman wedged a 
proposition into the tirade. 


The Salesman’s Solution 
“Well, now listen,” said the sales- 
man. “Maybe what you say is so. 
All I ask is a chance to show you 

















Here’s an attractive doll window of the 
Kelley-Duluth Co., Duluth, Minn. 


in a practical, common sense way 
that toys can be sold in the sum- 
mertime, especially right now in 
June. 

“If you'll agree to let me use a 
window, and to arrange a display 
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somewhere near the front of the 
store, I’ll pretty nearly guarantee to 
move your toys for you. 

“But, mind now, understand I’m 
not guaranteeing to sell all the toys 
you’ve got in the place. You’ve got 
some toys here that are strictly win- 
ter holiday sellers. But I’ll get rid 
of a lot of your kids’ vehicles and 
trains, and whatever else I can.” 

“Go to it,” the merchant replied. 
“If you can get rid of some of that 
stuff, you’ve got my full permission. 
Go ahead. Come on,” he added, “I'll 
introduce you to the window trim- 
mer. He can help you out.” 


Arranging the Display 

The next day a space was cleared 
near the front of the store and a 
number of coasting carts, hand 
cars, velocipedes, boys’ automobiles, 
jumping sticks, and toy garden bar- 
rows were arranged so as to forma 
display. 

Then the salesman and the win- 
dow trimmer started on the window 
display. The floor of the window 
was covered with gravel and sod. 
In the background miniature hills 
made of painted cardboard, gravel, 
sod and some material borrowed 
from a neighboring florist were ar- 
ranged to give the appearance of 
distant mountains. In the right 
foreground of the window was a 
toy railroad station, with some 
empty toy freight cars on a siding. 














Salem, N. C. 





This display of juvenile vehicles scarcely gives one an idea of the size of the toy department of the Brown-Rogers Co., Winston- 
This firm derives an all year ’round profit from this line as the result of its systematic merchandising methods 








ate ie” Fe ct eer 1S Ges 





DA, a St 








= a 





= r= 
ae 











aE Ta EET. wt 


















Wa! APE 





a 
sate Bd 




































ETN 5 SORT aT 














60 


In back of the station was a group 
of small doll houses. Scattered on 
the hillsides were some more minia- 
ture houses and trees. In the left 
foreground of the window was a 
small lake artfully disguised. In it 
were a few gold fish. To one side 
of it was a toy water mill which 
was operated by electricity from the 
rear of the window. 

Beside the lake was a small camp 
fire, arranged with twigs with an 
opening left under the cardboard 
so that the glow of a red electric 
bulb would lend realism to the fire. 
A small doll was seated near the 
mill fishing. 

An electric train ran continually 
from the railroad station up, over 
and behind the hills in the back- 
ground, past the lake and the mill, 
and back again to the station. 


A Realistic Effect 


Whatever minor details were 
needed to give the display the ef- 
fect of realism were added. As 
soon as the window was completed 
the salesman put on his hat and 
went outside and stood in front of 
it, watching the train weave in and 
out and across the toy hills. In a 
short time another man came up 
and stood watching. In a still 
shorter time there were several men 
and boys in front of the display, 
fascinated by the moving train and 
interested in the details. 

The salesman went back into the 
store and soon afterward the win- 
dow trimmer placed a cardboard 
display sign in the upper central 
background of the window drawing 
attention to the fact that the firm 
was holding a special sale of sum- 
mer toys. 


Entertainment 


The program of the entertainment 
committee of the National Retail Hard- 
ware Association Convention to be held 
at the Sherman Hotel, Chicago, June 
19-23, has just been released to HARD- 
WARE AGE. At the time we go to press 
it is not certain whether any changes 
will be made, but it will give a good 
idea of the splendid program this com- 
mittee has arranged for the entertain- 
ment of the delegates, their wives and 
friends. William E. Stauber of the 
L. Stauber Hardware Co., Chicago, 
heads the committee and one knows 
from past experience that nothing will 
be left undone to make the convention 
interesting to everybody who attends. 

The program, subject to change, is 
as follows: 

Monday June 19, 1922. 

Reception committee to meet dele- 
gates at the various depots. 

The evening will be given over to 
getting acquainted and registration. 
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During the first two or three days 
three men and one woman entered 
the store. Two of the men wanted 
to get electric trains. The other 
man asked for a doll house and the 
woman wanted a wind mill. 

At the end of the week, interest 
was still keen, but buying was not as 
active as it should have been. So 
over the week-end the salesman and 
the window trimmer changed the 
display. 

An Effective Follow-Up 

In this other display the floor of 
the window was covered with sod to 
represent a lawn. In the center 
was a gravel path leading up to a 
large doll house in the center back- 
ground of the window. The panels 
that shut the window off from the 
store were decorated and hidden 
with pine and oak boughs. A doll 
carrying a sand pail and shovel was 
placed in the center of the path 
walking toward the street. Another 
had a toy sprinkler and was water- 
ing flowers in front of the house. A 
doll dressed in overalls was wheel- 
ing a toy wheelbarrow in the back- 
ground. Velocipedes, coaster carts, 
toy doll carriages and so forth were 
scattered here and there on the 
lawn. The whole effect was almost 
lifelike and the proportions were 
kept throughout. 

This display attracted even more 
attention than the first and buying 
became more active. The toy sales- 
man had spent a week in the store. 
He had sold toys on the floor. At 
the end of the week he had to leave 
town. After he had gone the win- 
dow trimmer put in one more win- 
dow representing a backyard scene 
in which a backyard electric rail- 








June 8, 1922 





road system was featured along 
with other appropriate toys and ve- 
hicles. 


Desired Result Attained 


The salesman passed through the 
town again about a month later. 
The toy stock had been reduced to 
the point where it was not large 
enough for display purposes. The 
window displays and the display of 
stock inside the store had proved ef- 
fective. The toy stock had been vir- 
tually moved out at a good profit. 

Before he left town the salesman 
had convinced the merchant that 
toys can be sold in the summer. He 
had convinced him by actual dem- 
onstration. And the result was that 
he was able to persuade the mer- 
chant to give him another order. 
It was a rather conservative order, 
perhaps, but it was concrete evi- 
dence of renewed faith on the part 
of the merchant in the merchandis- 
ing possibilities of toys. 

Since then this merchant has es- 
tablished a regular toy department 
which is one of the attractions of 
the store for both young and old. 
In a recent letter to the salesman 
this merchant said by way of con- 
clusion: 

“Our toy department has been 
one of the biggest attractions we 
have ever had, and it has increased 
sales in nearly every other depart- 
ment of the store. My advice to 
other merchants who are situated in 
a location similar to mine is to dis- 
play toys in every novel way that 
they can be shown. Get the young- 
sters coming into your store and 
cultivate their friendship. It is the 
biggest asset any man can have who 
is in the retail business.” 


Program for the National Convention 


Tuesday 9 A. M. 

The ladies will be invited to attend 
all sessions. 

Tuesday afternoon. 

The ladies of Group 1 will be taken 
on a tour of the large stores and build- 
ings. 

Tuesday evening. 

A theatre party for everybody at the 
Chicago Theater, 7 P. M. 

Wednesday 9 A. M. 

The ladies will be taken on an auto 
trip over the boulevard and park sys- 
tems. 

Thursday 8.30 A. M. 

Ladies will be divided into groups 
for sight seeing. 

Group 2 will go to the stock yards. 

Group 3 will go to the Field Museum 
and other places of interest. 

Group 4 will go to the parks and the 
Municipal Pier. 

Group 5 will go to Hull House. 





Thursday 6.30 P. M. 

Boat trip along the north shore and 
return trip which will give a wonder- 
ful view of Chicago at night. 

Friday morning. 

As the convention will be over the 
committee has made extensive plans for 
everybody attending the convention. 
Frank Burke of Burke & Wright, 
Waukegan, IIl., is practically taking 
charge of this last day. The first thing 
on the program is a special train, called 
the “Hardware Special,” on the North 
Shore Electric to the plant of the 
American Steel & Wire Co. at Wauke- 
gan, IIl. 

In the meantime, the men will be 
taken on a tour of inspection of the 
great plant and be entertained and 
lunched. Then they will be taken by 
autos to the Glenn Flora Country Club 
where the ladies will be picked up and 
all driven to the Great Lakes Naval 
Training Station. 
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Where Motorists Buy Supplies in Lowell 


CVIN E. 





“SMITH | 


COMPA: 


The Ervin E. Smith Co., Located in This Busy Massa- 
chusetts City, Handles Tires, Accessories and Gaso- 
line and Repairs at a Minimum Overhead 


HE store of the Ervin E. Smith 

Co. is headquarters for the 

motorists of Lowell, Mass., and 
it is perfectly natural and logical 
that it should be. To begin with, it 
carries in its varied stock practically 
everything dear to the heart of the 
man who drives acar. It also boasts 
an up-to-date vulcanizing shop, two 
gas filling stations and a free air 
station. Its automobile accessories 
department is all that the name im- 
plies—a real department in charge 
of an experienced man. It is a place 
where the motorist gets advice and 
service with the merchandise. 

When this company was located in 
its old store, across the street from 
its present location, it carried a line 
of automobile accessories. It main- 
tained an accessories department and 
did a fair business. At that time, 
no one in particular had charge of 
the department—it was everybody’s 
business. Customers were served by 
any salesman who happened to be 
disengaged. The sales ran around 
$2,000 or $3,000 a year. The store 
management bought the stock they 
thought was needed, and everybody 
in the store tried hard to make the 
department a success. But the ship 
lacked a skipper and sales were not 
what they should have been. 


Getting the Right Man 


So, when plans for the new store 
Were made, the management cast 


By GERARD FRAZAR 


about for the right man for an acces- 
sories department. He was found 
less than two blocks away. He was 
the proprietor of a small store deal- 
ing in a limited line of accessories, 
chiefly tires. Vulcanizing was one 
of his specialties. His capital was 
limited, and consequently so was has 
business. The retail hardware store 
offered to buy him out bag and bag- 
gage. It guaranteed him an income 
of as much as he was earning, guar- 
anteed him a percentage on and 
above a certain annual profit from 
the department, promised to turn 
him loose in the department and 
made other minor important conces- 
sions. There were no strings. 

The man accepted, and the hard- 
ware store’s accessories department 
was reorganized, so to speak. It was 
incorporated as a sort of store within 
a store with a capital of about $5,000. 
That is, the management limited the 
working capital of that department 
to about that amount. Some elas- 
ticity had to be allowed for, natur- 
ally. One year the investment in 
stock might represent a little less 
and again a little more than $5,000, 
but it never varies very far from 
that amount. The manager of this 
department buys what he wants, but 
for the sake of general store super- 
vision and because checks have to be 
signed by the members of the firm, 
all orders for merchandise placed 
with manufacturers or others have 
the firm’s official O. K. 


There was no unusual eash outlay 
for departmental fixtures and equip- 
ment. Showcases used heretofore 
are in use to-day. Shelving and tire 
racks are largely built of packing 
case material. For the volume of 
turnover the amount of space allot- 
ted the department, as will be noted 
in the accompanying photograph, is 
remarkably small. The department 
manager is on record against any 
excessively large stock. A reason- 
able but complete line of stock is 
maintained, the quality, in the judg- 
ment of the man in charge, being as 
good as the market offers at the time 
of purchase. 

The department is located in the 
right hand corner of the store. In 
order to let people know where it is, 
a sign with a green background hav- 
ing white letters, 8 in. in height, is 
suspended where any one entering 
the store can see it. The store win- 
dow display man made the sign. A 
cash carrying system, connecting, is 
the only thing associated with the 
department that might be termed 
“highfangled.” 


Big Business in Tires 


The tire end of this company’s ac- 
cessory business is the big one. The 
department refuses to handle any 
tire on which it cannot make its own 
adjustments. In picking a tire, spe- 
cial attention should be paid to con- 
struction, quality, etc., according to 
this Lowell firm. In addition, the 
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The 
Smith Company, of Lowell, 
might be truly termed a stor 


Mass., is what 


2 within a store. 
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Although occupying but a relatively small 
it sells tires, accessories and gasoline 
and handles vulcanizing work 











free advertising possibilities should 
be weighed. With the aid of the 
tire manufacturers this accessories 
department head has sent out thou- 
sands of personal letters to owners 
of automobiles in and about Lowell, 
telling what the store has to offer, 
and soliciting patronage. Good busi- 
ness returns have always resulted. 
The vulcanizing idea is continued, 
only. on a larger scale. Two vulcan- 
izing machines and other necessary 
equipment are maintained in the 
basement below the accessories de- 
partment, and one man is kept busy 
most of the time there by a business 
that has been built up. It more than 
pays for itself, and in addition it 
offers service to automobile owners, 
and attracts accessories customers 
that otherwise might go elsewhere. 
The gasoline end of the business is 
carried on in a systematic manner. 


Two kinds of gas are carried. Large 
tanks in the basement keep the gas 
warm in the winter. Filling sta- 
tions are maintained on one side of 
the store, and are quickly accessible 
from the inside. A push button, 
when operated, informs the accesso- 
ries department, that a customer 
awaits outside. Sales of gas are en- 
tered on the company’s book in two 
ways. For illustration, we will say 
the cash customer pays 30 cents a 
gallon, while the credit customer is 
charged 31 cents. The additional 
cent per gallon takes care of the gen- 
eral overhead cost of carrying the 
charge customer. The company does 
not have any serious trouble en- 
forcing the extra charge. 

Carrying only the best accessories 
that money can buy, this retail hard- 
ware store demands of its customers 
that they be satisfied, and of those 
who supply accessories that they 


stand back of their merchandise. 
This policy in the end has worked 
out to the advantage of all parties 
interested. The department man- 
ager works on the theory that one 
cannot build up sales by continually 
squabbling with customers. 

The wisdom of this policy, eather 
with the value of having a thoroughly 
organized and well balanced automo- 
bile accessories department is shown 
in the results obtained. The depart- 
ment in question each month, does 
as much and more business than the 
original department did in a year. 
Each six months period, that it has 
been operated on its present basis, 
has shown a highly encouraging in- 
crease in turnover and profits. 

All of which goes to prove what 
we have said in the beginning: The 
store of Ervin E. Smith, hardware 
merchant, is the motorists’ head- 
quarters of Lowell, Mass. 


Big Tire Brings Faces to Window 


HEN the Biggs-Kurtz Hard- 

ware Co., Grand Junction, Col., 
closed a deal with a railway stage 
company of that locality for ten sets 
of casings and tubes of a size that 
is not seen very often, 40-in. x 8-in., 
it was decided to use them in order 
to make people remember that this 
store sold automobile accessories. On 
a large truck the tires did not appear 
so very large, but when two of the 
casings and two of the tubes were 
placed in one of the store windows 
there was not space for much else. 


They looked wonderfully large there. 

“What in the world wears those 
‘shoes’?” a pedestrian would ask as 
he saw the tires. Then he would 
beckon to another and they would 
approach the window for a close-up 
look. 

“T never knew that they handled 
automobile stuff in there.” 

But after taking in the sight of the 
large casings they were convinced 
that the store handles that class of 
goods. The firm has been handling 
this line for about two years, selling 


up into the $20,000 mark at retail. 
It is the policy of the store to go after 
the large users of this class of goods 
and their trade brings volume and 
helps to secure the other trade. A 
stunt such as the one described is 
typical of the manner in which the 
store makes capital of its big cus- 
tomer sales. 

It has been found that carpenters, 
plumbers and others who use tools 
are a wonderful group of prospects 
for automobile accessories, and that 
getting their tool trade means 4 
chance at their accessories trade 
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Securing Profits by Means of Rope Sales 


Some of the Methods Used by the Vonnegut Hardware Co., 
Indianapolis, Ind., Are Worth Emulating on the Part 


of Dealers Who Are Handling This Line 


e¢ AKE hay while the sun 
M shines,” is heard many 
times every day. It isa 
good old saying which originated on 
the farm because wet weather is 
not very good for making hay. The 
saying has come into general use 
as a business motto and it is used 
wherever an opportunity presents 
itself to get certain things done. 
Incidentally it is closely akin to the 
old household motto of “Never put 
off until to-morrow what you can 
do to-day.” 

Haytime on the farm is not far off 
and the present is a good time to get 
the windows started to selling the 
farmer the blocks and tackle, as 
well as rope and binder twine. Very 
few hardware stores in small towns 
ever put a coil of rope into the win- 
dow. Maybe they figure that a man 


who needs rope always comes in 
and asks for it. Strange to say the 
man who needs rope may forget it 
time after time when he comes to 
town, or if he does think of it he 
may do so in the competitor’s store or 
in some other town. If he could be 
reminded when he passes your show 
window you would find that more 
rope could be sold than you ever im- 
agined. 
This Display Increased Sales 

The window display shown is 
from the Vonnegut Hardware Co., 
Indianapolis, Ind. This is a city 
store, and while it caters to large 
numbers of farmers who come to In- 
dianapolis to trade it also supplies 
many mills, factories and business 
firms. Orval D. Harrison who 
trimmed the window says that the 


increased sales from this display 
were decidedly noticeable. If a 
window in a big city can increase 
sales on rope it certainly should be 
able to do it in smaller towns, espe- 
cially since the majority of people 
who pass a city show window use 
very little rope, with the exception 
of twine and clothesline. 

The window is an inspiration for 
any dealer. In the first place the 
entire display can be arranged in a 
very short time. The background is 
made from hanks of fiber furnished 
by the manufacturers. Different 
kinds of rope are shown and each 
one is labeled. Then there is a 
chance to display sash cord, binder 
twine, cord and twine of all kinds 
and hay tools such as blocks and 
tackle, pitchforks and grab forks. 
Such a window would attract a 

















When Orval D. Harrison trimmed this rope window for the 
symmetrical display but in creating a means of bringing rope profits to the firm as well 
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great deal of attention almost any- 
where. 

The value of having good, sound 
rope should be played up as a safety 
factor. Many serious accidents oc- 
cur every year on the farm and in 
places where old or inferior rope is 
used. 

Even a coil of hay rope and one of 
halter size in a window with a sign 
calling attention to them will re- 
sult in increased rope sales. Every 
hardware store should keep a coil 
of hay rope up in the front part of 
the store at this time of the year so 
that people will be reminded of the 
fact that they need it. Pitchforks 
and hay forks as well as pulleys be- 
long right alongside the hay rope. 


Keeping the Rope Clean 


The other illustration shows the 
rope and cordage stock of the Von- 
negut Hardware Co. Practically all 
of the hardware dealers who do not 
carry large stocks have their coils 
in the basement with holes through 
the floor so that the rope can be 
measured off and sold right at the 
nail counter. This is a very good 
scheme as most farmers are buying 
nails to fix up about the place and 
if they need nails the chances are 


they are customers for rope as well. 
Attention is invited to the coils 


shown on the floor. Here is a 
worth while idea. Notice that each 
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coil is on a little platform. In this 
way the moisture and dirt is kept 
from getting into the bottom of the 
coil and the rope keeps in first-class 
condition all the way through. Ifa 
merchant stores his rope in the 
basement he would be sure of good 
clean stock if he put the coils on a 
platform that raised them off the 
fioor. 

“Make hay while the sun shines,” 
certainly applies to the rope sales 
and now is the time to start these 
sales going. Get into the field be- 
fore the other fellow and sell the 
farmer a little ahead of the usual 
time. He will feel much better if 
he has his rope all ready for the 
first sunny day so that he can put 
up hay. Do not overlook the pul- 
leys and forks which are as neces- 
sary as the rope. Make your store 
a place where the farmer will be 
glad to come and where he will find 
just what he needs right in front of 
him without making out a list on a 
piece of paper, which is often lost 
or mislaid. 


Sales to Ship Owners 

Hardware merchants who are 
situated near the sea or near any in- 
land body of water will find that 
ship owners, both amateur and pro- 
fessional can be readily interested 
in this line. The uses for rope on 
shipboard are endless and inasmuch 
as it receives hard usage there is 
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always a demand for replacements. 
Then, too, rope is used extensively 
in construction work and in a va- 
riety of other ways. 


Taking Care of Stock 


A merchants’ success with rope 
depends in no small measure on the 
way he keeps his. stock. Nothing in- 
jures rope more or makes customers 
lose confidence quicker than damp 
rope. If rope is kept in the cellar 
it should always be raised off the 
floor so that no water or dampness 
will touch it. The way the rope 
stock is kept as shown by the illus- 
tration on this page is worthy of 
careful attention. 

Merchants who carry a large rope 
stock should, ordinarily, find it to 
their advantage to invite a customer 
downstairs whenever he wants to buy 
rope so that he may see for himself 
how the stock is kept, and the atten- 
tion that it is given by the merchant. 
A rope customer viewing a display 
of stock such as is illustrated here 
could not fail to be impressed. It 
is the best kind of advertising that 
a merchant can obtain to have a cus- 
tomer talk about the way he handles 
rope. 

Service in merchandise which is 
being used at a particular season 
will increase sales, will satisfy your 
present customers and will make 
new ones. 














This illustration shows the way in which this firm handles its stock. 
contact with the floor by means of small platforms. 


Note the way in which the coils of rope are kept from 
This idea has resulted in a considerable saving of stock and money 
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A Five Time Turnover in Window Glass 





View of the 
H. F. Dismer 
glass 
department 
showing storage 
racks 


EW people actually live in 

glass houses and those who do 

are cautioned not to throw 
stones. The majority of people, 
however, have windows in their 
homes which persist in getting 
broken. Cellar windows in the sub- 
urban homes probably receive the 
most abuse as they frequently break 
when being closed. There is al- 
ways a steady demand for this line 
in every community. In almost 
every section of the country you 
will find progressive hardware 
stores handling window glass. 
Many of them, however, stock this 
line in the basement or in some 
other equally obscure place. 


A Model Glass Department 


H. F. Dismer, Washington, D. C., 
maintains a good example of what a 
window glass department should be. 
This store has a spacious rack con- 
taining the glass which is located 
on the left-hand side of the store 
about one-half way back. The 
stock of glass carried is valued at 
approximately $500 and is turned 
over five times during the year. In 
front of the rack mounted on a table 
is a patented glass cutting board 
with an accurate measuring device 
making it a simple matter to cut the 
glass to the proper size. Under the 
table are two tubs full of soft putty 
which is used to keep the panes in 
place. In a convenient drawer in 








H. F. Dismer, Washington, D. C., Does 
a Profitable Business in This Line 
by Virtue of Sound Methods of 
Merchandising and Handling 


the table Mr. Dismer keeps his 
stock of glazier points. 

All three requisites are sold sep- 
arately. The customer buys the 
glass for a certain amount, the 
putty costs so much extra by weight 
and the glazier points also bring an 
extra charge. 


Zoning the Territory 


Mr. Dismer has one of his men in- 
stall windows occasionally when a 
good customer makes such a re- 
quest. As a general rule, however, 
he trys to avoid such service as he 
has found that he cannot charge 
enough for the time and labor in 
order to realize a fair profit. To 
overcome this bad feature he has 
zoned the territory that he covers 
and charges a flat rate for each 
zone. If a store had a handy man 
on the job who made keys, repaired 
baby carriage wheels and did other 
incidental work it would be worth 
while having him put in windows as 
well. Mr. Dismer says, however, 
that if a man must be taken off the 
sales floor to do the work it is not a 
paying proposition. This problem, 
of course, must be worked out by 
the individual merchant. 

When people come in for screen- 
ing at the Dismer store they are 
asked regarding the possible need 
of new window glass to replace any 
broken or cracked windows at home. 
This little plan has sold many extra 


pieces of window glass in this store. 

Some merchants might find it 
worth their while to work with a 
local glazier contracting to turn 
over all installation jobs for a cer- 
tain agreed percentage, the glazier 
to buy the glass from the dealer 
at a specified rate. Or the glazier 
could have a flat rate, allow the cus- 
tomer to buy the glass, putty and 
points and the dealer take a com- 
mission for turning over the serv- 
ice job to the glazier. 


Profits in Cutting Odd Shapes 


In Danbury, Conn., the Hull 
Hardware & Plumbing Co. has a de- 
partment similar to the one found 
in the H. F. Dismer store. Milton 
F. Hull, secretary of the firm, says 
of this part of his business, “Our 
glass department is a very profit- 
able one and we endeavor to keep 
all sizes on hand at all times, in- 
cluding single thick and double 
thick glass. We specialize on cut- 
ting odd shapes, and by doing this 
free of charge we have made a great 
many customers for our window 
glass department.” 

This interesting statement from 
Mr. Hull gives dealers a good idea 
on the possibilities of unusual serv- 
ice in connection with the window 
glass department that can be done 
right in the store with hardly any 
extra loss of time on the part of a 
firm’s employees. 
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Good Balance Essential in Show-Cards 


The Third Instalment of the Series on the One-Stroke 
Roman Alphabet Furnishes Additional Informa- 
tion Regarding the Arrangement of Letters 


ODERNIZED methods _ to- 
M gether with a small outfit of 
practical tools places the ac- 
complishment of show-card writing 
within the reach of the average man. 
But first of all the beginner must be 
willing to invest at least $5 on a 
proper outfit and at least fifteen to 
twenty minutes each day should be 
devoted to systematic practicing. 
A Simple Alphabet 
The writer has selected this simple 
one-stroke Roman alphabet on ac- 
count of its simplicity, popularity 
and legibility. The lower-case or 
small letters are used for all descrip- 
tive lettering and the capital or large 
letters are reserved for all headings 
or captions. The widest stroke com- 
posing each letter is the exact width 
of the brush when flattened out 
using the full length of hairs. The 
thinner strokes are made with the 
tip end of the brush using little or no 
pressure at all.. The large capital 
letters on the top line of the accom- 
panying chart were made with a 
larger size brush than the other 


The Opportunity 
Exchange Page 


Thats the place and 
Hardware Age the 
per for hardware men 
to advertise in when 
quick action and satis- 
factory results are 
imperative 
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This card illustrates the effect produced 
by perfect balance 


By JOSEPH BERTRAM JOWITT 


letters below in order that they 
might stand out better in reproduc- 
ing. 

If the reader will study the simple 
course of construction of the letters 
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Enphasis may be conveyed when letters 
are made with a brush 


from left to right on the second line 
he will observe that the capital letter 
I is made with one bold, upright 
stroke, starting at the top guide line 
and removing the brush when within 
a fraction of an inch of the bottom 
guide line. The sharp corners or 
“spurs,” which finish off the letter 
at top and bottom, are done with the 
tip end of brush which has been 
flattened out to a chisel edge. 


Detailed Instructions 


The first stroke taken in forming 
the next letter J starts off the same 
as the letter J, with this difference; 
when within a quarter of an inch of 
the bottom guide line the pressure 
on the brush is released and the curve 
at the bottom is made with the tip 
end of the brush following the small 
arrow, from left to right. Do not 
try to make this letter with one con- 
tinuous stroke. 

The next letter K consists of three 


basic strokes, as the arrows indicate. 
The letter is completed at the top and 
bottom in the same manner as the 
first letter J with sharp pointed 
“spurs.” 

The letter L is very simply made 
with a heavy upright stroke and a 
light horizontal stroke and is finished 
off with “spurs” at top and bottom. 
Do not attempt to make the heavy 
and light strokes without first shap- 
ing the brush on a piece of paper 
each time it has been dipped in the 
ink. The basic.strokes of the capital 
letter M are two heavy and two light. 
The mistake is sometimes made of 
making the first stroke heavy and 
the second stroke light instead of the 
other way around. 

The chart also shows the lower 
case letters i to m, each stroke com- 
posing the entire letter is shown in 
parts, and it would indeed be difficult 
to imagine a more simple or attrac- 
tive looking alphabet. 


Practice Strokes 


The practice strokes shown at the 
bottom of the chart are every bit as 
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This chart shows in detail the way in which capital and lower case letters are 
made. The various practice strokes are also shown 


important as the letters themselves, 
and the beginner should practice 
these first before attempting to copy 
the letters above. They are a series 
of continuous loops done without a 
break and their one purpose is to 
teach free-hand brush movement. 
They should be made at least four or 
five times as large as shown in the 
chart. 

For the benefit of HARDWARE AGE 
readers who desire to know what a 
beginner’s outfit should consist of 
the following suggestion is given: 

Three genuine, red sable, single- 
stroke, show-card brushes, Nos. 8, 
10 and 12. Two dozen assorted sizes, 
Soennecken lettering pen _ points. 
(These pen points will fit in an 
ordinary pen handle.) One set of 
five (assorted) speed ball lettering 
pens. (These pens will make letters 
as large as No. 10 brush and are the 
quickest lettering tool to be had.) 
Three two ounce bottles of black, 
blue and red, water color show card 
ink which is used either for brush 
or pen. One “T” square or yard 
stick for measuring and ruling out 
show cards. One piece of art gum 
eraser for removing pencil marks or 
spots on card. 

For those who are not able to ob- 
tain the above supplies in their own 
town a list of show-card supply 
houses handling them will be fur- 
nished upon request by writing this 
department. 


Arrangement and Balance 


The arrangement and balance of 
lettering on a show-card has a great 
deal to do with its value and appear- 
ance. Generally speaking, the less 
reading matter one uses the better 
the effect will be. Frequently, how- 
ever, a lengthy story must be told 


and in such cases the lettering should 
be small and compact, but should not 
have the appearance of being crowd- 
ed. Whenever the data occupies a 
space of more than eight lines the 
lettering will look neater and will be 
more easily read if it is done with a 
pen, with the exception of a heading 
or caption which should be done with 
a brush or large size, speed ball pen. 

All show-card writers occasionally 
make mistakes in spelling, but if the 
mistake is not too large it may easily 
be erased in the following manner if 
the cardboard is of uncoated stock: 
First scratch out the mistake with 
the point of a sharp penknife. Then 
clean off with a piece of art gum 
eraser. Then smooth down surface 
with the thumb nail using a rotary 
motion. After the space is re- 
lettered it will not be noticed. If 
the cardboard is of colored stock a 
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touch out color may be mixed up to 
match the color or tint of card- 
board. 

It is always advisable to make a 
rough pencil layout of the copy, 
otherwise you will find it much more 
difficult to space your lettering as 
you go along. The crowding of a 
line of lettering is far more dis- 
astrous to the appearance of a show- 
card than wide spacing. 


Special Railroad Rates for 
Merchants 


Railroads are offering special rates 
of fare and one-half for the round trip 
to Chicago for “Summer Merchants 
Weeks,” June 5 to 15 and pre-inventory 
clearance sales June 5 and 6. 

Rates apply on Western Passenger 
Association Lines from points in IIl- 
inois, Iowa, Minnesota, Missouri, Up- 
per Peninsula of Michigan, North Da- 
kota, South Dakota (east of the Mis- 
souri river) and Wisconsin. Also from 
Omaha, Neb., Atchinson, Kan., and 
Leavenworth, Kan. 

Tickets are on sale at all stations, 
as above, June 3 to 12 inclusive. Final 
return limit is June 19. A certificate 
must be secured when ticket is pur- 
chased and taken to the Chicago Asso- 
ciation of Commerce, room 501, 10 
South LaSalle Street, Chicago, for 
validation upon which the holder will 
be able to buy return fare for one half 
regular fare. If certificates are not 
available then secure a receipt from 
the agent before starting as this can 
be used in lieu of the regular certifi- 
cate. Tickets will be validated 9 a.m. 
to noon and 2 to 5 p.m. June 5 to 14 
except Sunday. 

Chicago business houses are prepar- 
ing to take care of all merchants com- 
ing in that week. 
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Hinges& Butts 
Iso door hangers and track, 
door bolts and latches. 
shelf brackets, window and 
screen hardware etc. 











Here is another excellent example of the results attainable in this alphabet when 
attention is paid to symmetrical arrangement 
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A Holiday 
Display 
That 
Sold ‘Tires 


The Van Devoort 
Hardware Co., Lansing, 
Mich., Caught the 
Public Eye and Sold 
Tires with a 


HEN St. Patrick’s Day came 

around recently the resi- 

dents of Lansing, the cap- 
ital city in the State of Michigan, 
were greeted with a very novel tire 
display in one of the windows of the 
Van Devoort Hardware Co. Del 
Van Devoort, who has charge of this 
work, had been busy and had suc- 
ceeded in bringing out the spirit of 
the holiday in a window that also 
suggested the purchase of tires. 

The neatest part of the display 
was the fact that the large sham- 
rock in the center was made princi- 
pally of tire casings arranged to rep- 
resent the three green petals. The 
entire background was made of 
green crepe paper with an artistic 
white trim. White crepe paper was 
used to set off the design with the 
tires, and smaller cut-outs of sham- 
rocks were made from green card- 
board and placed with cut-outs of 
crossed clay pipes above the large 
center emblem of the Emerald Isle. 

Inside of the three tires, green 
crepe paper was placed in such a 
way as to suggest the veins and 
twists of the leaf. The stem was 
made of an inner tube covered with 
green crepe paper. The large, white 
clay pipe was built up of plaster of 
paris over a one-gallon pail which 
held a red light. The light cast a 
warm glow over that section of the 
display and made passersby stop and 
look. 

The horseshoes were bronzed 
green and were hung with electric 
light bulbs covered with crepe pa- 
per. In front of this display was 
an assortment of tires and a show- 
eard heralding the tire carried as 
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Here’s the St. Patrick’s Day window that brought business to the Van Devoort 
Hardware Co., Lansing, Mich. Three tires decorated with green crepe paper to 
represent a shamrock formed the center of this display 


the best in the State of Michigan. 
This show-card had the same color 
scheme of green and white. 

When the lights were turned on, 
after dark, the effect of this window 
was very pleasing and succeeded in 
attracting many people to the win- 
dow and acquainted them or re- 
minded them of the stock of tires 
carried by the Van Devoort Hard- 
ware Co. 


Novel Displays Secure Attention 


It is novel displays in the windows 
of hardware dealers that succeed in 
bringing the individual dealer into 
the local limelight. People of all 
kinds in towns of varying size pay 
attention to the windows in the local 
retail stores. In the smaller towns, 
window displays are often among 
the chief topics of conversation. One 
native will ask a crowd of friends 
if they have seen a certain display, 
and immediately the conversation 
becomes filled with details of the 
particular window. All of this 
means increasing interest in the 
store and eventual sales. 

Lansing is a city of goodly size, 
with an estimated population of 
60,000, and Mr. Van Devoort realizes 
that a number of people will always 
look at his windows—but will they 
look at them and act upon the sug- 
gestions contained in the displays? 


That is the real problem. Mr. Van- 
Devoort says they will not only stop 
and look at the windows, but many 
will come into the store and buy 
articles shown, and the sales con- 
nection of the advertised product 
will lead to other sales. That is, 
of course, if the windows are worth 
looking at, and they usually are. 

Mr. Van Devoort believes that peo- 
ple not only like to look at good 
windows, but also appreciate the 
selling suggestions they often con- 
tain. With tires the suggestion is 
to get the “old bus” back on good 
rubber, and Mr. Van Devoort be- 
lieves that tires can be displayed so 
that they make sales to the man who 
now has bad tires on his car, and 
to the man whose car has been in 
storage. Remember, he says, that 
if you sell a man a good set of tires 
and tubes, he will come back for 
other accessories to place on his car. 
Satisfy a man with the tires he is 
using and ‘you eliminate one of the 
worst miseries that can befall a mo- 
torist. Tire trouble is one of the 
most disgusting troubles than can 
befall the motorist. The average 
driver will gladly devote any num- 
ber of evenings and hours of his 
business day to mechanical adjust- 
ment or repairing, but tire trouble 
will get him off the handle every 
time, 
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EDITORIAL COMMENT 


HERE are three essentials to successful 
merchandising in the period of slowly 
declining markets which business faces 
to-day. They are intensive selling, in- 

telligent advertising and adequate stock turn- 

over. Two of these essentials—selling and turn- 
over—hinge heavily on one man, the retail 
salesman. 


And yet the most neglected asset of the aver- 
age merchant is the man he refers to as his 
clerk. In nine cases out of ten he is left to shift 
for himself in such vital matters as knowledge 
of merchandise, tact, courtesy and salesman- 
ship. Too often he is not even informed con- 
cerning the merchandise advertised for special 
sales, which he is expected to turn into cash. 

Is it any wonder that 55 per cent of the pros- 
pective customers brought into retail stores by 
good advertising are turned away by poor sales- 
men? The wonder is that the 45 per cent do buy. 

The finest showcase in the world has no prac- 
tical selling value until it is filled with merchan- 
dise. Just so the brightest and most energetic 
clerk has little profit value to a merchant until 
he is filled with knowledge of and confidence in 
the merchandise he is supposed to sell. 


A poor salesman at a poor salary is neither an 
investment nor an asset. He is an absolute lia- 
bility. A good salesman at a good salary is an 
investment of the highest class. He builds up 
profits on a compound interest plan by selling 
more merchandise and increasing stock turn- 
over. It is not the cost but the net profit pro- 
duced that counts. 


Why a merchant should pay such close atten- 
tion to the other details of his business and neg- 
lect to build up his contact points with the pub- 
lic—his salesmen—is one of the mysteries of 
modern merchandising. 


At a recent state convention of hardware 
merchants the delegates were asked this question, 
“How many hold regular store meetings and 





Are Salesmen Born or Made? 


systematically train their employees to sell?” 
Only ten of those present raised their hands. I 
checked them up. They were the leading mer- 
chants of that state, the prosperous ones, the 
well-rated ones. Does that mean anything to 
you? 

Too many merchants regard their buying as 
the one important element of their business. It 
is important—but the fact remains that there is 
no profit in well-bought goods until those goods 
have been converted into cash. Saunders Nor- 
vell says there is only 5 per cent difference in 
price between the best hardware buyer and the 
poorest. Yet with the same stock investment 
there is often 50 per cent difference in sales. 

“But,” you may say, “salesmen are born and 
not made.” Yes, they are born, but they are 
born babies, not salesmen. Some may have more 
natural ability to sell than others, but none be- 
come hardware salesmen until they learn by 
experience or through the teachings of others 
how to intelligently sell hardware. It is incon- 
ceivable that only a small percentage of the 
world’s people should be endowed with the abil- 
ity to sell all that the world produces. 


The principal reason we have so few efficient 
retail salesmen is because retail merchants have 
shirked their responsibilities in the matter and 
left everything to birth. 


During the next ten years the hardware mer- 
chants who continue to prosper will be those 
who sell more merchandise on the capital in- 
vested. It means good buying and good adver- 
tising, but, above all, it means better, more in- 
tensive and more intelligent selling. It means 
more personal interest in the man behind the 
counter. It means more salesmen made and less 
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Business-Getting “Clean Up” Ads— Attractive 
Sports Goods Ads—Forceful Silverware Ad 


Using Pride as a Sales Lever 

No. 1 (2 cols. x 7% in.) 

This is a very cleverly handled ad. 
Starting off with a pertinent question, 
the copy brings about a keen interest 
in silverware and china through play- 
ing upon one of the strongest human 
characteristics—pride. 

After reading this ad, the lady of the 
house will be inclined to survey her 
dining room appointments with an un- 
usually critical eye, and without doubt 
the ad will suggest a change or renewal 
that will increase the attractiveness of 
this important room. 

When preparing copy for the more 
artistic items of hardware, it is well to 





“The satistaction of quality 
remains long after the price 
és forgotien.”’ 
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city with the proper requirements for 
this important room 
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Goods that combine style with ase 
fulness and service with economic 
prices 

if you buy right you buy once for a 
lifetime. 

NIPPON, LIMOGES, 
ROYAL GRAFTON, CROWN OERBY 
CROWN STAFFOROSHIRE 
— and — 

COPELAND SHADE CHINA 


COMMUNITY PLATE 
— ane — 
RODGERS 1847 SILVER, 


GENUINE BELGIUM CUT GLASS 








“hese are Quality Goods for Quality 
Homes 


SUMNER-G@MPANY 


1—In which an appeal to the housewife’s 
sense cf pride is used to influence the 
sale of artistic hardware items 
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in Canada. 


Every — is guaranteed pure, 
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Up! Paintlp! 


Every good citizen is proud of his home and of his community—Therefore he 

op the appearance of his house and its surroundiags—He uses plenty of paint because he 
kuows that it protects his property from decay—that it saves repair bills—that it increases 
the value of his house, He also safeguards the health of himself and his family, because 
a clean, well painted home keeps disease germs away—Abraham Lincoln said: “[ like to 
see'a man proud of the place he lives in.” 
pride to Clean-Up and Paint-Up. We are ready aow—to supply you with all requirements 
for inside and outside painting. Let us give yqu an estimate on the amount of paint you 
will need—now is a good time to get started. 


MARTIN SENOUR 100 per cent PURE PAINT is absolutely the finest Paint made 
It willcover more and wear longer than any. 
t at a reasonable price. 

See T. Eaton Co. Advertisement in Toronto 
cheap paint at a cheap price, but when you buy their good paint, their prices are higher 


Everybody does—It's a mark of thrift and 


apers of April 17th. _Eaton’s sells a 


2—A “clean-up” ad in which the opportunity is seiced to make convincing 
comparison with catalog prices 


remember te inject the element of pride 
in your appeal. Often, such an appeal 
will get you business where a quality 
or economy thought might leave the 
reader unmoved. 

This ad was received from the Sum- 
ner Co., Ltd., Moncton, N. B. 


A Forceful Clean-up Ad 


No. 2 (4 cols. x 6% in.) 

Haidware dealers are taking advan- 
tage of the annual “clean-up” time by 
running strong ads on rejuvenating 
the house. This ad, sent us by Adams 
& Van Dusen, Picton, Ont., is devoted 
exclusively to paint and it is apparent 
from the text that Canadian dealers 
have their mail-order competition, too. 
The manner in which the copy tackles 


the problem, however, makes a most 
convincing appeal. 

The neat illustrations and lettered 
head add greatly to its general effec- 
tiveness. 


Combination Sports Goods Ad 


No. 3 (2 cols. x 6 in.) 

This ad appeared in the current is- 
sue of Store News published by the M. 
F. Dressler Hardware Co., Minne- 
apolis, Minn. This store paper, by the 
way, is one of the best that comes to 
our desk. 

Baseball and fishing are the subjects 
of this twin ad and the copy is well 
written and made inviting by the at- 
tractive two-column cuts. The price 
appeal in the baseball panel makes a 
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alt set for the baseball seasdn.. You should not fail to see our new 
of gloves, mints, masks, bats and other thinrs the game calls fo 
» thoroughly reliable and sold at prices that will potion 





love, sold elsewhere for $2.00, can be bought here for $1.90 


M. F. Dressler lial Co. 


814-816 West Broadway 


e 
Se 
If you are a good fisherman, you will realize the importance of having the 
tight kind of Sshing rod, lines, hooks, Mies agd bait. 
The fishing season will soon be here and we are prepared for your visit to 
‘our store. 


Our stock of fishing suypiles, ngw on display, includes everything you need 
for going Gshing—the kind of goods that will make your Gshing trips suce esatul 


M. F. Dressler Hardware Co, 


814-816 West Broadway 














3—When you run an ad like this one, you 
are talking to men and boys about subjects 
uppermost on their minds 


convincing argument and the thought 
of complete equipment is the best angle 
that could have been taken in the pis- 
catorial panel. 

We think the firm name should have 
been left out of the baseball panel. 


Announcing Baseball Stock 


No. 4 (2 cols. x 5 in.) 

Here is a small ad used by the 
Buchanan Hardware Co., Richfield 
Springs, N. Y., which in brief form 
announces that baseball goods are in 
readiness. The cuts identify the ad 
at a glance and an interesting line on 
pogo sticks winds up the announce- 
ment. This, by the by, is the first 
time we have noted pogo sticks adver- 
tised. The ad is the work of the firm’s 
advertising manager, Miss E. L. Por- 
ter. 

Rousing Clean-up Ad 

No. 5 (3 cols. x 10 in.) 

Goldcamp Bros. & Co., Ironton, Ohio, 
has a spirited appeal to “clean-up” in 
anticipation of a local event of impor- 
tance—the opening of the Ironton-Rus- 
sell bridge. Thus clean-up time is 
linked with an event which is bound to 
boost the towns. 





Our Baseball Goods are ready for the season's games. 


How about a new fielder’s glove, a catcher’s mit, a new 
bat, of a baseball to help you play a better game. 


These goods are on display this week. 


Get a POCO JUMPING STICK lor Spring Sport 


buchanan Hardware Co. 


Richfield Springs, N. Y¥. 











4—This ad is good news for the young 
folks of the neighborhood, and catering 
to youngsters is good business 
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This ad, while featuring paint, nev- 
ertheless talks up the “clean-up” idea 
from all angles. The presentation of 
tools is unique indeed and certainly 
tells the reader what is meant by 
“clean-up.” 


Comment on Recent Publicity 


The Oneonta Hardware Hook pub- 
lished by the Oneonta Hardware Co., 
South Pasadena, Cal., comes to our 


Kidd-Bossinger Co., Little Rock, Ark., 
sent us a copy of the Arkansas Gazette 
containing an entire eighteen-page sec- 
tion devoted to the company and the 
goods it carries. The section is called 
the “Achievement Edition” tracing the 
history and growth of the firm and as 
we turn the pages of this giant news- 
paper ad we think the man who 
created it is likewise entitled to the 
word “achievement” for if ever there 
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The Best Paint Store Phone 45 








and Paint Up 


Buy Your Needs, Tools and Sup- 
plies of Goldcamp Hardware 


and do your part in the local Clean-up and Paint up cam- 
paign now going on. 


Everybody Fall in Line 


and get our city in readiness for the Big Opening of the 
Ironton-Russcil Bridge April 21st. 


Set the mark for your neighborhood and start 
up your surroundings 
your buildings, floors 
what a little labor and a few dollars will 
your place 


The Best Paint Sold fs B. P. S. 


and the finest varnishes you can use is 


Chi-Namel Stains and Varnishes 


in let us he 
in five minutes, 
your paint problems and assist you in color selection 


TO PAINT UP 
TO CLEAN UP 
TO SCOUR UP * 
TO POLISH UP 
TO VARNISH UP 
TO REPAM UP 


And to Make Your Home Spic and Span Go To 


Goldcamp Bros. & Co. 


brightening 
Clean wp the house and yard, paint 
porches and fence its surpri 

do in making 


attractive and pleasing. 
. 
Paint 


of service to you, -teach you how to 


give you valawble information in 


Right Prices on Tools 


TO FENCE UP 
TO MOP UP 

TO SORBEN Ur 
TO GARDEN WITE 
TO FIX WITH 
TO COOK WITH 


Cor. 4th and Center St. 
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5—A thorough presentation of the 


“clean-up”’ 


ee 


idea with emphasis on paints, 


stains, varnishes and tools 


desk and it is our hope that we will 
continue to see it regularly. It takes 
the form of a page in the local paper 
and is made up very attractively. 
There are interesting local notes and 
panels on seasonable items with plenty 
of clean-cut illustrations, and all kinds 
of prices. 

W. H. Wilson Co., Ltd., Peace River, 
Alta., sent us one of its advertisements 
announcing its large stocks of hard- 
ware and featuring “right prices.” The 
Wilson ad is very well handled in every 
respect. 

Robert O. Bossinger, secretary of the 


was an achievement in retail advertis- 
ing, this section is it. It ranks with 
other great sections which have been 
reviewed in these pages. So fine are 
some of the ads in this section, that we 
have preserved it entire so as to re- 
produce some of them in subsequent 
issues. 


The International Radio & Ignition 
Corporation, with offices at 225 North 
Michigan Ave., Chicago, has just been 
incorporated. They will sell Irico radio 
sets and Thomas ignition systems. 
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Adolphus Clay Bartlett Passes Away 


Chairman of the Board of Directors of Hibbard, 
Spencer, Bartlett & Co., Chicago, Dies in Pasadena, Cal. 


C. BARTLETT, chairman of the 
<\+ board of directors of Hibbard, 
Spencer, Bartlett & Co., Chicago, IIl., 
died at Pasadena, Cal., Tuesday, May 
30, as the result of a stroke of paralysis 
which he recently sustained. Mr. Bart- 
lett occupied a unique position in the 
hardware world and particularly with 
regard to the growth and development 
of Chicago and the Middle West. His 
passing at the age of seventy-seven, 
and he would have been seventy-eight 
had he lived until June 22, closes a life 
of activity devoted entirely to hard- 
ware, and he leaves behind him a splen- 
did monument in Hibbard, Spencer, 
Bartlett & Co., which has long been one 
of the best known and soundest hard- 
ware jobbing firms in the country. 

Mr. Bartlett’s association with this 
firm extends over a period of fifty-nine 
years, during which time he saw it 
grow from a very small business with 
one traveling salesman to an estab- 
lishment of international reputation 
with representatives in every state of 
the union, and in many foreign lands. 


Career of Mr. Bartlett 


Mr. Bartlett was born at Stratford, 
N. Y., June 22, 1844, and received his 
early education in the public schools of 
that place. After his father died, the 
mother moved, with her family, to 
Salisbury Center in the adjoining 
county of Herkimer. Here his common 
school education was continued until 
his sixteenth year, when he attended 
for one year an academy at Dansville, 
N. Y. During the next two years he 
was at the Clinton Liberal Institute at 
Clinton, N. Y. One winter he taught 
school, and one summer clerked in a 
country store. His health had been 
somewhat impared by his close appli- 
cation to his studies, and at the age of 
nineteen, he moved west to Chicago. 

His plan at that time was to gain 
some experience in a wholesale house, 
and then remove to a village or small 
city to embark in a mercantile venture, 
and so he entered the employ of Tuttle, 
Hibbard & Co., as a general utility boy. 
The only record of his first salary is 
to be found in the directors’ room of 
his firm, and consists of eleven names 
of the employees of the firm, on the 
back of a business card, and Mr. Bart- 
lett’s salary was listed at $400 per 
year. He often told how he had to 
walk two miles to his work each day to 
save money. 

At the end of the first year the firm 
was changed to Hibbard & Spencer and 
it is not yncommon to hear the older 
merchants speak of the firm to-day by 
that name. Three years later Mr. 
Bartlett was given an interest in the 
profits of the business and later be- 


came a general partner. In 1877 the 
name was changed to Hibbard, Spencer 
& Co., and on January 1, 1882, was in- 
corporated under the present name of 
Hibbard, Spencer, Bartlett & Co. At 
this time Mr. Bartlett was made sec- 
retary of the company and on the 
death of Mr. Spencer was made vice- 
president. When Mr. Hibbard died he 
was made president, which position he 
held until January, 1914, when he was 














Adolphus Clay Bartlett 


elected chairman of the board. The 
last few years have been spent in travel 
and away from Chicago but he never 
lost interest in the business or its ac- 
tivities, and his visits to his office al- 
ways saw many happy faces to welcome 
him for he was idolized by the people 
who associated with him and worked 
for him. 

Mr. Bartlett was a typical example 
of progressive business man and he al- 
ways said that his success was due to 
the men with whom he associated and 
the rapid development of the Northwest 
and consequently Chicago. He said 
many times that the pioneers of the 
business laid foundations for the suc- 
cess and that he, as a younger man, 
came into the ranks after the corner- 
stone had been placed and simply 
marched in line, preserving early tra- 
ditions, while endeavoring to keep 
abreast of the ever changing conditions 
of the trade. Nevertheless his success 
was due to hard work, unremitting en- 
ergy and determination. 

During his association with the hard- 
ware business he saw many changes 
end witnessed many phenomenal 
growths. While connected with this 
firm he had the satisfaction of seeing 
it grow from a small store employing 
eleven people to the present large es- 
tablishment with a great number of em- 


ployees and one which occupies an en- 
viable reputation in the business world 
of to-day. 

In 1871 the great Chicago fire prac- 
tically reduced the stock and buildings 
to ashes but before the week was up 
a floor was being laid on the lake front 
for temporary quarters. Mr. Bartlett 
was sent East, as they were large deal- 
ers in metals, to see the most prominent 
of the metal importers and dealers of 
New York as their largest indebtedness 
was to this firm. In talking to the 
head of this eastern concern, Mr. Bart- 
lett said he had come away without any 
figures or statement but that everything 
would be paid in full. The head of the 
firm replied: “I fear that you Chicago 
men with your western spirit and en- 
thusiasm are undertaking more than 
you can accomplish, without injustice 
to yourselves and your future state. 
We shall be glad if you pay 100 cents 
on the dollar but will be just as well 
satisfied if you can pay 50 or 25 cents 
on the dollar. Our stock is open for 
all goods you may order and if you are 
short of money, draw on us.” 

Outside of the large place he filled in 
the affections of the people who worked 
with him, the merchants of the hard- 
ware trade and his host of personal 
friends, he was associated with almost 
countless activities both of a philan- 
thropic and business nature. He has 
served as a director for banks, univer- 
sities and railroads and was particu- 
larly interested in the Chicago Art In- 
stitute. His work in charitable organi- 
zations is well known and the Bartlett 
Gymnasium of the University of Chi- 
cago will stand as a record of his in- 
terest in the educational institutions 
of this country. 

He leaves a son, Frederick C. Bart- 
lett who is also one of the directors of 
Hibbard, Spencer, Bartlett & Co. There 
are also three daughters, May, Florence 
and Eleanor. Another son, Frank, 
died about 1908. A host of friends and 
associates will mourn their loss for 
they will be separated from a man 
whose character stands forth with a 
shining light and whose smile and en- 
couragement made many a dark day 
bright. 


The Last of the Pioneers 


With the passing of Mr. Bartlett 
goes the last of the pioneers of the 
hardware trade as he and the late E. 
C. Simmons were looked upon as the 
originators of the modern wholesale 
hardware jobbing houses. Mr. Bart- 
lett was also one of the last of the 
Chicago pioneer merchants who were 
identified with Chicago and its phe- 
nomenal growth in the last three dec- 
ades. 
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Louisiana Association Discusses Turnover 


Radio and Co-operative Selling by Farmers Also Feature Convention 
of Louisiana Retail Hardware and Implement Associ- 
ation Held at New Orleans, May 22-24 


are good merchants. They be- 

lieve in their country, in the 
South, in their State and in their as- 
sociation. It takes more than high 
water to keep them home when con- 
vention time comes around, and in 
their sessions they give the best they 
have in the way of interest, effort and 
good fellowship. They have a secre- 
tary in R. D. Nibert, of Bunkie, who 
not only knows how to sell hardware 
but who aiso knows how to manage the 
affairs of the association in a business- 
like manner. Their convention sessions 
fairly teem with interest, and the dele- 
gate who attends takes home with him 
ten times the cost of his trip in profit- 
making ideas. That’s why I say they 
are good merchants and I am going to 
prove it by telling about their sixth 
annual convention held in New Orleans, 
May 22, 23 and 24—one of the best 
trade conventions ever held in the 
South. Of course, there was some out- 
side aid like Henry Squibbs of Chicago; 
Captain Gorby of Waukegan, Ill.; R. A. 
Peterson of the National Association, 
and Llew Soule of HARDWARE AGE, but 
they were only aids after all. The 
boys themselves did the work. 


Welcome by President Pitkin of 
Southern Jobbers Association 


OUISIANA hardware merchants 


The opening session on May 22 found 
a fairly good crowd in attendance 
and the genial President McGuire of 
Arcadia on the job at schedule time. 














Secretary R. D. Nibert 


There were no preliminaries. The big 
show started at once. President Waldo 
Pitkin of the Southern Hardware Job- 
bers’ Association was there to welcome 
the retail delegates, and he did it in 
true Southern style. You knew in- 
stinctively that he was glad to welcome 


them, not from a mercenary business 
standpoint but rather as friends and 
fellow distributors. He brought to them 
a message of cheerful, practical op- 
timism when he said “All over the 
South business is growing better. The 
worst is over. We are on a real busi- 
ness basis again and fall will see the 














Retiring President P. A. McGuire 


South normal. The new year will open 
up as a really prosperous one. Noth- 
ing should prevail but cheerful, con- 
servative optimism.” 

Secretary Nibert responded in a like 
spirit, and commented on the friendly 
relationship existing between the dealer 
and his jobber friends. Then a banker 


by the name of Reeves, from New 


Orleans, seconded all that both speakers 
had said and stressed the importance 
of general co-operation, not state-wide, 
but nation-wide. We must learn to 
think in international terms, he said, 
because no one nation can live unto 
itself. He declared that foreign trade 
was in better shape than most people 
think and as an example cited the fact 
our exports in 1921 showed an increase 
over those of 1913, generally referred 
to as the old normal year. Our past 
troubles he laid to too much and too 
cheap credit. The worst is over, he 
said, and we now face a period when 
agricultural products are increasing in 
price, when unemployment is decreas- 
ing and when business generally is on 
the up-grade. He stressed the import- 
ance of merchants aiding the farmer in 
plans for co-operative marketing of 
agricultural products, and told of ex- 
periences of California farmers to 
prove his points. We must teach the 
farmer the difference between dumping 
his produce and merchandising it, he 
said, if conditions are to be as they 
should be in the South. 

The afternoon session opened prompt- 
ly with a question box discussion which 
developed considerable interest. The 


first question dealt with the problem: 
“What do you want to know about your 
business?” There were answers in 
plenty. One interested delegate wanted 
particularly to know when prices 
would be stabilized. Another wanted 
to know just where his business stood 
every day. This brought out talks on 
cash and credit and the discussion then 
switched to plans for helping the 
farmer sell on a co-operative basis. 
Next they took up the question of send- 
ing out monthly statements and a show 
of hands revealed that Louisiana hard- 
ware men make it a general practice 
to render such statements. There were 
instances reported where customers 
were offended by getting “bills,” but 
these were few and easily handled 
through tactful work. Credit bureaus 
also came in for some searching dis- 
cussions as dealers from various sec- 
tions told of their experiences along 
the lines of credits and collections. 


President Lauds Association Idea 


President McGuire denied emphatic- 
ally any intention of making an ad- 
dress, then proceeded to make one of 
the best of the entire convention. He 
declared that when dealers meet to dis- 
cuss problems of mutual interest it 
meant the dawning of a new day of 
hope. “We have passed through a 
crisis such as we never met before,” 
he said, “and no crisis has ever been 
met more bravely and intelligently.” 
This fact he attributed to the high 
ideals of the hardware trade gained 














Samuel Kaufman, Lake Charles, La. 


through co-operative association work. 
He advised dealers to hold more group 
meetings and to give more time and 
effort to association activities. Suc- 
cess he said is contingent upon hard 
work, high ideals and good fellowship. 
In closing he promised to work as faith- 
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Some of those who attended 


fully after his term of office expired 
as at any time in the past. He will 
do it too, and it means progress for 
the Louisiana hardware merchants. 

R. A. Peterson of the National Re- 
tail Hardware Association followed 
President McGuire with a short talk 
on the new hardware slogan, “Gifts 
of Utility—-Hardware.” The idea he 
said came from an address by W. H. 
Rattenbury of Landers, Fray, Clark & 
Co., delivered at the recent Virginia 
convention. It stresses the useful 
nature of hardware gifts and should 
be universally adopted and used by 
hardware dealers all over the United 
States. 

Report of the Secretary 


Secretary Nibert came next with a 
report of his year’s work—a year of 
which he has every reason to be proud. 
He showed a membership of 210 and 
a very satisfactory financial condition. 
He also revealed a thoroughly busi- 
ness-like administration of the associa- 
tion affairs which was very pleasing to 
the members and brought forth much 
favorable comment. 

Just before the session closed Llew 
S. Soule, editor of HARDWARE AGE was 
introduced with the notice that he 
would speak to the association at the 
Wednesday session. 


Lively Discussion on Radio 


The question box opened the Tuesday 
session with R. A. Peterson in charge 


and brought out many good ideas. The 
first question dealt with studying the 
needs of a dealers’ community and sev- 
eral dealers participated in the result- 
ing discussion. Secretary Nibert told 


the sixth annual convention of the Louisiana Retail Hardware and Implement Association, 


of employing canvassers with good re- 
sults. Others told of watching com- 
munity development with an eye to 
future business. The angle of new 
goods then came up and much interest 
was displayed over the handling of 
radio equipment. Llew Soule was 
called on to tell of successful merchan- 


A show of hands on the next question 
revealed several dealers who handle 
phonographs and R. A. Peterson 
warned the delegates against certain 
manufacturers who offered goods on 
consignment but who took trade ac- 
ceptances and held dealers for pay- 
ment. Another question dealt with 














Group of Louisiana dealers in front of the Grunwald Hotel 


dising the radio outfits in various parts 
of the country and gave some good 
advice on starting a radio department. 
He advised small initial stocks, allowed 
to expand as needed and told dealers 
to first install a radio equipment of 
their own in order to get the experi- 
ence. He called attention to the map 
of broadcasting stations and list of 
equipment manufacturers which recent- 
ly appeared in HARDWARE AGE. Sev- 
eral dealers expressed the intention of 
putting in the line in the near future. 

















President McGuire, center, with R. A. 


Peterson of the National Association 


and Secretary Nibert in a friendly mood 


wholesalers in the grocery lines who 
sell hardware items to consumers. Al- 
together it was a profitable question 
box hour. 


Capt. Gorby’s Profit Recipes 


The principal speaker of the session 
was Capt. John W. Gorby, director of 
research, Cyclone Fence Co., Wauke- 
gan, Ill. The Captain opened up by 
telling the delegates that each man 
present should be under obligation to 
tell his fellow merchants about the 
methods that had made him successful. 
He then took up the matter of the boll 
weevil and told the delegates to write 
to B. R. Coad, Tallulah, La., for in- 
formation as to the best way in which 
to combat this pest. This information 
he said should be passed on to the 
farmers in various sections as a com- 
munity service. 

In commenting on business he de 
clared that conditions were everywhere 
better, and cited the increased price 
for cotton, corn, hogs, railroad stocks 
and liberty bonds. He further com- 
mented on increased building, the stee! 
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which was held at the Hotel Grunwald, New Orleans, La., May 22-24. 


demand, the come-back of the auto in- 
dustry and the greater production of 
pig iron. The coal strike he said was 
failing. Captain Gorby then com- 
mented on the fact that dealers had 
been doing business on a rising market 
for many years and now faced a de- 
clining market. This he said meant 


and plan a campaign to run from three 
to five years. Most advertising he said 
is too far over the heads of the readers 
in view of the fact that many tests 
have showed that 60 per cent of the 
men examined have had only the men- 
tal development of a thirteen year old 
boy. He closed with the remark that 














Some more interested Louisiana dealers posing for the camera man 


changed conditions and new methods. 
The secret of success he declared to be 
stock turnover and made his point clear 
by referring to a chart furnished by the 
Chamber of Commerce of the United 
States, Domestic Distribution Depart- 
ment, Washington, D. C. He declared 
that there are three ways to merchan- 
dise on a declining market. Proper 
advertising, intelligent selling and in- 
creased turnover. Let the jobber ware- 
house your surplus stock he said, and 
referred to Mr. Soule’s statement that 
practically 20 per cent of the average 
hardware stock is dead stock. He ad- 
vised merchants to set a turnover goal 
for each line of merchandise, to be- 
ware of carrying over seasonable lines, 
to watch market conditions and to buy 
frequently. In regard to advertising 
he advised making each sale the basis 
of other sales, the using of satisfied 
customers and dealer helps furnished 
by manufacturers. 

Advertise the use of the article, he 
said, sell seasonable goods while sales 
resistance is weakest, proportion adver- 
tising on the basis of stock investment 


the demand of the future is for the man 
who thinks constructively and to a 
profitable end. 


Peterson Flays the Idle Dollars 


The closing address was that of R. A. 
Peterson, of the National Retail Hard- 
ware Association, on “Idle Dollars.” The 
talk dealt mainly with stock turnover 
and was explained by means of a chart 
which showed the fluctuations of com- 


You can tell that it was a success by their expressions 


modity prices during the past 140 
years. Business, he said, travels in 
definite cycles. The major cycles are 
fifty years in duration and the minor 
cycles run ten years. 

Dealers on a rising market should 
accumulate merchandise and on a de- 
clining market should accumulate dol- 
lars. They should at this time make 
every dollar produce more than ever 
before. He advised against the increas- 
ing of a dealer’s margin of profit, but 
declared the problem should be solved 
by increased turnover. Dealers, he 
said, should think of stock in terms of 
dollars. Idle dollars are the result of 
failure to study conditions, said Mr. 
Peterson, and added, that this failure 
leads to buying the wrong merchandise, 
and to overestimating and underesti- 
mating demand. Most overbuying he 
attributed to the desire of dealers to 
obtain quantity prices and to their fail- 
ure to study the records of past sales. 
Overbuying, he said, results from not 
keeping a record of sales, from failing 
to check copies of orders, from giving 
orders to every salesman who calls and 
from buying the season’s supply in one 
shipment. 

Idle dollars, he said, are also due to 
duplication of lines, failure to stand- 
ardize and concentrate, and the desire 
to keep agencies from competitors. 
They also come from incomplete in- 
ventories, from not dating merchandise 
when received, not checking goods on 
old inventory, failure to study inven- 
tories for slow moving goods or for 
overbuying. 








i? 








Left to right: C. R. Anderson, Hammond; Mr. Vorhees, New Iberia, and 


Mr. Ortmeyer, 


Natchitoches 
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Left to right: M. Marks, Bogalusa; Miss Weder and Charley Weder, 
St. Francis 


There was no session in the after- 
noon, the delegates going for an ex- 
cursion over the harbor on the tug 
Samson. That evening the delegates 
were entertained with a dinner and 
dancing party at the Yacht Club on 
the shores of Lake Pontchartrain, the 
jobbers acting as hosts. 


Closing Session One of Routine Work 


The closing session on Wednesday 
was largely one of routine although 
there was a short talk by D. D. Fox 
representing the Big Three Mutual In- 
surance Companies. This was followed 
by the question box with the discussions 
centering on the cost of doing busi- 
ness. Various methods of arriving at 
the proper cost were taken up as well 
as problems concerning the marking of 
merchandise. 


Llew Soule on the Personal Element 
in Business 


The feature address of the closing 
session was that delivered by Llew S. 
Soule, editor of HARDWARE AGE, dealing 
with the personal element in business. 
Mr. Soule designated the greatest im- 
pediment to business progress as 
mental excess baggage—jealousy, envy, 
suspicion and hatred among merchan- 
disers. If the time given to fighting 
your competitor could be devoted to 
working with him for better business 
conditions, he said, business in general 
would increase 25 per cent. He 
grouped merchants into three classes, 
the indifferent ones, the doers and the 
masters and illustrated the character- 
istics of each. 

He then took up the cudgels for the 
retail salesman and made an earnest 
plea for co-operation in making the 
so-called clerk a better merchandiser. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Chicago, III, 
June 19, 20, 21, 22, 23, 1922. Head- 
quarters, Hotel Sherman. Herbert P. 
Sheets, secretary-treasurer, Argos, Ind. 

WEST VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 


You owe it to your community, your 
business, yourself and your competitors, 
he said, to make your salesmen reflect 
a high grade of efficiency in selling. 














“Johnny” Warner 


He deplored the lack of interest in easy 
customers and stated that 90 per cent 
of the people are influenced by their 
feelings and not by logic or statistics. 
He told of the value of “good morn- 
ing” and brought a laugh with his 
reference to flabby handshakes. 
Merchants should learn to make their 
stores their business homes, he said, 
or get some one who can do it for them. 
He emphasized the use of ‘“‘we and our” 
in business rather than that of “me 
and mine,” and declared that most mer- 
chants are not as well known as they 
think they are. He stressed the value 
of individualizing people and of know- 
ing their habits, hobbies and likes and 
dislikes. Mr. Soule touched on busi- 
ness conditions and declared that con- 
ditions are better and that no place in 





Coming Hardware Conventions 


Schwind Building, Dayton, Ohio. 

ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin III. 

New YorK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOsI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
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the country faced a brighter future 
than the South. 

At the close of Mr. Soule’s address, 
came the election of three directors for 
a term of three years, and the follow- 
ing were unanimously chosen: George 
Guillet, Eunice; Albert Pearts, Alex- 
andria; Frank Price, Ruston. 

The board then went into session and 
elected the following officers to serve 
for the coming year: President, L. L. 
Bertrand, New Iberia; vice-president, 
Samuel Kaufman, Lake Charles; secre- 
tary-treasurer, R. D. Nibert, Bunkie. 

The place of meeting was left open 
to be designated by the board of direc- 
tors at some later date, with a recom- 
mendation in favor of Lake Charles, 
if proper arrangements can be made. 


Resolutions Adopted 


Among the resolutions adopted were 
those covering the following subjects: 
Against any legislation increasing tax- 
ation; approving the development of 
inland water ways to cut transporta- 
tion costs; urging the Government to 
complete a standard line of levees to 
control future flood conditions; favor- 
ing a thorough trial if the present state 
highway law before launching any new 
highway legislation, and recommending 
that the auto licenses be collected by 
the Highway Commission rather than 
the Secretary of State. The resolutions 
closed with an expression of apprecia- 
tion and thanks to the National As- 
sociation, HARDWARE AGE, the New 
Orleans jobbers, the president of the 
association and the board of governors. 

During the session there was a gen- 
eral discussion on price service infor- 
mation and Mr. Eshleman of Stauffer- 
Eshleman, New Orleans, was called 
into the session to talk over the pos- 
sibilities of such a service. No definite 














J. N. Coleman, Jena, and A. B. Rogers, 
Loranger 


steps were taken however, and the mat- 
ter was left in abeyance. There came 
a few words from the newly elected 
officers and the Louisiana convention 
passed into history. The man who 
missed it was the only loser. 


1923. Headquarters, Powers Hotel, 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 28, 1923. George 
A. Fiel, secretary, 10 High St., Boston. 
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Some of those who attended the convention of the Mississippi Retail and Implement Association, held at Jackson, Miss., May 24-26 


Mississippi Convention Tackles Practical 


Problems 


Community Development Comes Up for Thorough 


Discussion, as Do Advertising, Selling and Stock 
Turnover—J. E. Hill Elected President 


conventions ever held in the South 
was that of the Mississippi Retail 
Hardware and Implement Association, 
at Jackson, Miss., May 24, 25 and 26. 
The program was varied and cov- 
ered practically every phase of modern 
merchandising. At the same time it 
delved into economic questions dealing 
with the welfare of the State and its 
citizens. It was generally conceded 
that Mississippi needs the active co- 
operation of its merchants to build up 
the State’s agricultural resources and 
put the farmer on a better basis, and 
to this end the convention devoted much 
of its best effort. Then there were 
practical talks on such subjects as stock 
turnover, advertising, selling and store 
management. The Round Table dis- 
cussions dealt with a myriad of prob- 
lems all more or less vital to business 
success. President L. J. Doak handled 
the sessions with rare good judgment 
and Secretary-treasurer E. R. Gross 
was continually on the job, making it 
pleasant and profitable for the attend- 
ing delegates. We are genuinely sorry 
for the Mississippi dealer who failed 
to attend. He has missed more than 
he realizes. 


QO NE of the most constructive trade 


Retiring 
President 
L. J. Doak, 
Grenada, Miss. 


» 


The opening session started off with 
a snappy talk by President L. J. Doak, 
Grenada, Miss., in which he spoke feel- 
ingly on the mutual benefits to be de- 


E. R. Gross, secretary-treasurer 


rived from association work. He re- 
viewed the activities of the organiza- 
tion during the past year and proph- 
esied still better things for the year to 
come. 

President Doak then introduced 
Hamp Williams of Hot Springs, Ark., 
who in his own inimitable way outlined 
ways and means of keeping in contact 
with the trade, and of reaching out for 
new business. Mr. Williams sounded 
an optimistic note on the return of 
business prosperity when he said: “It 
may be a few months off, but business 
is coming back and coming back 
strong.” He urged the dealers, how- 
ever, not to wait for its return, but to 
go out after it. Farm wagons and im- 
plements are wearing out, improve- 
ments in all lines are constantly being 
added, he said, and sooner or later peo- 
ple everywhere in this country must 
buy anew. Go out and talk to the far- 
mer, offer the suggestion that his im- 
plements need replacing, his house or 


barn repainting. While a sale may not 
be closed on the spot, the suggestion of 
something new will sink into his mind 
and will bear good results soon after- 
ward. He reminded the delegates that 
it is a part of their business to keep 
the public informed—to build up their 
faith in conditions and their optimism. 
Mr. Williams was followed by R. A. 
Stingley, Pelahatchie, Miss., a past 
president of the association, who spoke 
on “How I Managed My Business in 
1921.” He summarized it by saying: 
“To tell the truth my business man- 
aged me last year.” Then came the 
round table discussion led by F. A. 
Bain of Canton, the discussion center- 
ing on buying and selling methods. 


Peterson Talks on Stock Turnover 


The Thursday morning _ session 
opened with community singing and 
then branched off into active work. 
The leading address was that of R. A. 
Peterson, National Retail Hardware 
Association, on “Idle Dollars.” The talk 
centered on stock turnover, and the idle 
dollars turned out to be those tied up 
in surplus or slow moving stocks. Mr. 
Peterson explained the movement of 
business in major and minor cycles and 


President 
J. EB. Hill, 
Houston, Miss. 


~~ 


ee ee 





Ro ne CE MS | ARI ERE ois Aa hE Lt a Ha AS 


Tee VUES Wa a ete Gb or Ry ete cen: Suet bet 





HARDWARE AGE 














An animated group in front of the convention hall 


showed by means of a chart, the con- 
ditions the trade now faces. The ef- 
ficiency of dollars, he said, is just as 
important as the efficiency of men. The 
dollar must increase its production in 
proportion to its increased value. The 
cost of business has increased, and the 
dealer must therefore make his dollars 
work harder. He must make it up by 
increased stock turnover and not by a 
larger mark-up on his merchandise. 

Among the reasons for slow stock 
turnover, he mentioned failure to study 
community conditions, over-estimating 
and under-estimating demand. Over 
buying he attributed to the desire to 
obtain quantity prices, while as a mat- 
ter of fact quantity buying often re- 
duces profits. Failure to study previ- 
ous sales also leads to over buying ac- 
cording to Mr. Peterson. He advised 
dealers to keep records of purchases of 
all important lines, and to carefully 
check copies of orders against the in- 
voices. He went on record as against 
the purchasing of an entire season’s 
supply in one shipment, and also 
against the duplication of lines. In- 
complete inventorying came in for sev- 
eral hard knocks, as did also the taking 
on of lines just to keep competitors 
from securing good agencies. Mr. Pet- 
erson told of several instances where 
stocks had been reduced and turnover 
increased at better profits. 


Sporting Goods at the Round Table 


The round table discussion centered 
on the stocking of new lines in hard- 
ware stores. In this connection sport- 
ing goods came in for a very interest- 
ing discussion. President Doak told of 
putting a man in charge of the line 
who is interested in some line of sport, 
with good results. He advised dealers 
to start their efforts with the boys and 
girls. “If you confine your sales ef- 
fort to old men,” he said, “your busi- 
ness will die with them.” 

In talking about seasonable items he 
declared that sporting goods repre- 


sented an all-year-round line, and il- 
lustrated by saying that he had sold 
25 per cent as many baseball goods 
during the winter holiday season as 
during the entire year. He advised 
putting in stock early and giving it 
plenty of room. People pay cash for 
sporting goods, he said, the buyers of 
fishing tackle and sport lines are good 
spenders. 

Other speakers brought out such 
points as the interesting of school class 
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every morning with a firm resolve to 
learn something new. Too many, he 
added, are doing business as they did 
forty years ago. They are in a rut, 
and ruts ruin business. 

The war created a great industrial 
upheaval according to Mr. James, who 
declares that things will never be the 
same again. The survival of the fittest 
is merely the survival of the men who 
serve the most. The business of the 
future, he said, must be studied from 
the standpoint of the community. As 
the soil is, so are the people. You can- 
not have the best people in the poorest 
soil. Any man who makes the soil rich 
will make himself rich. Business 
needs rich customers, he continued, and 
merchants owe it to their communities 
to develop the land first and then the 
people. 

Credit, he declared, to be like mor- 
phine, good in cases where needed, and 
when well handled, but dangerous un- 
less so handled. He advised the deal- 
ers to help the women and they will re- 
turn that help with interest. If women 














Representatives of the American Steel & Wire Co., Heniy Squibbs of Chicago 
at left 


leaders in the sporting goods line, pay- 


ing a commission on sales. The general 
consensus of opinion was that the 
sporting goods business belongs to the 
hardware dealer. One dealer also 
strongly stressed the pushing of paint 
sales. 


George R. James Urges Community 
Development 

One of the really striking addresses 
of the convention was that of George 
R. James, Memphis, Tenn., centering 
on the need of business men behind a 
movement for community development. 
Business men, he said, should get up 
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Assistant-Secretary H. 8S. Chilton, second from 


the right, brought out a group of 


representative Mississippi dealers for the camera man 


desire better homes, he said, they will 
get them. That means more business. 
Merchants have paid too little atten- 
tion to the farm women. The reason 
for much mail order business, he added, 
is the humiliation of farm women by 
local merchants. He ended by urging 
all the dealers present to see that the 
goods people buy at their stores are 
the goods they need, and the ones they 
can make money by buying. 

The first speaker of the afternoon 
session was Capt. J. W. Gorby, Cyclone 
Fence Co., Waukegan, IIll., who spoke 
on methods of increasing profits. 

Nine out of ten purchases, he said, 
are made by the subconscious mind, 
and yet dealers generally use sales ar- 
guments on the conscious mind. He 
advised the dealers to get ready for 
prosperity and help make it both at the 
convention and in their stores. Your 
trade papers, he said, are weekly con- 
ventions. They aid you to build prof- 
its. In this connection he spoke of the 
sections devoted to new goods items. 
The strongest power of suggestion, he 
said, is the demonstration. Salesman- 
ship he defined as the discovering of a 
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J. H. Witt, 
manager 
of the 
McClelland 
Hardware Co., 


Jackson, 


Miss. 


need to the prospect, which already 
existed, but which he did not know ex- 
isted. Dealers, he said, should write 
their own advertising copy, making it 
as simple as possible, and addressing it 
to the people they want to reach. The 
least expensive form of good advertis- 
ing he declared to be the show window, 
which should be made to link up with 
the newspaper advertising. In adver- 
tising he advised a definite plan or 
campaign covering a period of from 
one to three years. He further stressed 
the value of cultivating the pleased 
customer as a basis for future sales. 


Llew S. Soule on the Personal Element 
in Business 

The last speaker at the Thursday 
session was Llew S. Soule, editor of 
HARDWARE AGE, who spoke briefly on 
the personal element in business. Mr. 
Soule spoke of the retarding business 
influences such as jealousy, envy, dis- 
cord, ete., which exist among business 
men. These, he said, could be driven 
out only by close co-operation and uni- 
fied effort. He classified merchants as 
belonging to three types—the indiffer- 
ent merchant, the doer and the master 
—and told the characteristics of each. 
Indifferent merchants will not be with 
us long, he said. Whenever a man be- 
comes indifferent to the world and his 
business, the world soon becomes in- 
different to him and his business. 

Mr. Soule also played up the im- 
portance of being good natured, of 
making your place of business your 
business home and of playing fair with 
the retail salesmen. The clerk, he said, 
is your point of contact with the public. 
Unless he is efficient and courteous the 
blame rests on you. At the same time 


Organization Formed to Con- 
duct Chicago Toy Fair 


Plans are now afoot to form an or- 
ganization whose main object will be 
to conduct Chicago toy shows on a more 
extensive and business-like basis. The 
toy world may now expect to see a real 
organization, backed by the Chicago 
Association of Commerce, and in the 
future the exposition of toys, playthings 
and fancy goods in Chicago may be 
looked to as something of vital purpose 
and importance. At first the project 
will be national in its scope, but eventu- 
ally it may become international. 

The organization had its inception 
in a gathering of over 100 buyers and 
manufacturers assembled for a luncheon 
in Chicago during the closing days of 
the recent toy show. After a brief but 
fruitful business conference, a commit- 
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your profits will be in proportion to his 
efficiency. He advised dealers to care- 
fully study conditions during the com- 
ing year, to keep accurate records and 
to increase sales. The man who can 
make or break your business, he said, 
is the man whose face you see in the 
mirror every day. He closed with an 
appeal for constructive optimism, 
backed by well directed effort. 


J. E. Hill Elected President 


The balance of the session was de- 
voted to the regular routine business. 
There was a short report on the Louis- 
ville convention given by J. A. McAmis, 
of Corinth, followed by the report of 
the nominations committee, which 
recommended the following as officers 
for the ensuing year: 

J. E. Hill, Houston, president; W. H. 
Austin, Columbia, vice-president. 

Executive Committee: C. L. Arm- 
strong, Vaiden; B. D. Spaun, Moss 
Point; E. G. Piatross, Jackson; O. T. 
Hammer, Water Valley and T. H. 
Hamilton, New Albany. 

The report was adopted and the of- 
ficers as named were elected. 

The Committee on Resolutions re- 
ported with expressions of thanks to 
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George R. James, Memphis, telling about 
his plans for community development 


the citizens of Jackson, the speakers, 
the exhibitors and the traveling sales- 
men for their co-operation. The Place 
of Meeting committee left the selection 
of the place for the next convention to 
the executive board, to be decided later. 


tee of prominent men was delegated to 
take the initial steps in the project. 
Since that time the committee has 
met several times with the result that 
it was decided to go ahead on that basis 
as set before the assemblage when the 
idea was proposed. 

For the past fourteen years there 
has been something in the nature of a 
toy fair in Chicago, but obviously with- 
out a head. The next one we are given 
every assurance will be a thoroughly 
organized aflair, extensively advertised 
in the leading trades papers well in ad- 
vance; and while it has been aptly em- 
phasized that there is no thought of 
displacing the New York toy fair, or 
any other of a similar nature, it is 
clearly evident from the impetus with 
which this new project is being launched 
that other fairs wi!] have to look to 
their laurels. 


Liew 8S. Soule, 
editor of 
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The Committee on By-Laws recom- 
mended changing the by-laws by mak- 
ing the dues to active members $10 a 
year, and to traveling salesmen $3 
a year. The recommendation was 
adopted. The session closed with the 
secretary’s report and a short talk on 
the hardware slogan, “Gifts of Utility- 
Hardware.” 

The final session Friday morning 
was devoted largely to round table dis- 
cussions of various trade problems, 
conducted by J. A. McAmis. The prin- 
cipal question was: “Do you offer a 
discount for cash?” The dealers who 
do give sucha discount were emphatic 
in the statement that it is a policy 
where the dealer must hew very closely 
to the line. The discussion gradually 
switched onto the subject of taking the 
cash discount on bills, and dealers were 
advised to keep an account of the dis- 
counts taken. Another subject taken 
vp was in reference to rendering 
monthly statements. Still another re- 
ferred to keeping complete records of 
sales, and of payments made by check. 
The final question was: “How much 
do you lose by being out of goods?” 
It was conceded that much money is 
lost by dealers every year on this ac- 
count. 

At the close of the question box ses- 
sion the newly elected president, J. E. 
Hill was called on for a talk and re- 
sponded expressing his appreciation for 
the honor conferred. He advocated 
more group meetings and better con- 
vention attendance, and closed with an 
eulogy of the association benefits. The 
other newly elected officers were intro- 
duced and the convention came to a 
close. 


Ray-Di-Co. Organization, Inc., 
Incorporates 


Announcement has been made of the 
incorporation of the Ray-Di-Co. Or- 
ganization, Inc., with general offices 
and salesroom at 1547 North Wells 
St., Chicago, a demonstrating station 
and laboratory at 1215-17 Leland Ave. 
This firm is contemplating a complete 
line of radio apparatus and accessories 
by the early fall. At present they are 
conducting a retail and jobbing busi- 
ness at 1547 North Wells St. and 1215- 
17 Leland Ave. The Leland Avenue 
place will constitute a  salesroom, 
broadcasting room, demonstration 
booths, laboratory, shop and an audi- 
torium. The business has been in force 
for nearly two years, but due to in- 
creased business, incorporation papers 
were taken out. 
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Panhandle Dealers Discuss Business Methods 


Members of Panhandle Hardware and Implement Association 
Debate Timely and Important Subjects at Thirteenth 
Annual Convention—S. E. Cole Elected President 


PPROXIMATELY 200 hardware 
A and implement dealers from all 

parts of the Texas Panhandle and 
Eastern New Mexico met in Amarillo, 
Tex., on May 8 and 9, to take part in 
the thirteenth annual convention of the 
Panhandle Hardware and Implement 
Association. That it was one of the 
best conventions ever held in that sec- 
tion of the State was the sentiment of 
everyone present. The attendance was 
much larger than last year and the 
feeling among those who attended was 
very much improved. Everyone came 
ready for business and was willing to 
take part in any and every way pos- 
sible in order to make the gathering 
one that would be long remembered. 

S. E. Cole of the Cole-Myrick Hard- 
ware & Implement Co., Lubbock, was 
elected president; H. B. Thompson of 
Dalhart, vice-president; C. L. Thomp- 
son, of Canyon, was re-elected secre- 
tary and treasurer, while the directors 
are as follows: E. P. Thompson, Mem- 
phis; E. W. Pipkin, Amarillo; J. L. 
Cantrell, Tulia; D. K. Hickman, Mi- 
ami; W. F. Witt, Roswell, N. M., and 
J. T. Crawford, Pampa. 

The convention was called to order 
by President E. P. Thompson of Mem- 
phis on Monday, May 8. The singing 
of “America,” led by H. R. Jack of 
Amarillo, formally opened the conven- 
tion, after which the invocation was 
pronounced by J. N. Riggs of Ama- 
rillo. In the absence of Mayor Lon D. 
Marrs of Amarillo the visitors were 
welcomed to the city by O. V. Vernon, 
secretary of the board of city devel- 
opment. H. H. Tracy of Tulia re- 
sponded to the welcome in behalf of 
the association. J. N. Riggs intro- 
duced to the assembly the following 
visitors: Hamp Williams of Hot 
Springs National Park, Ark., who is 
a director in the National Retail Hard- 
ware Association; Sam Crowther of 
San Angelo, president of the Texas 
Hardware and Implement Association; 
A. M. Cox of Dallas, secretary of the 
Texas Hardware and Implement Asso- 
ciation; George W. Pierce of Dallas, 
of the J. I. Case Plow Works; J. W. 
Kiser of Dallas, of the Emmerson 
Brantingham Implement Co., and D. D. 
Fox of Dallas, representative of the 
Associate Hardware and Implement 
Mutual Fire Insurance Companies. 


Address of President Thompson 


President Thompson closed the morn- 
ing session with his annual address, in 
which he urged every member to 
speed up his turnover and reduce his 


expense. He stated that the Want, 
For Sale and Exchange Bulletin will 
greatly assist in moving dead stock and 
thus put idle dollars to work. He re- 
minded everyone of the fact that prac- 
tically every other business is on a 
cash basis or its equivalent, and that 
the hardware business automatically 














Cc. L. Thompson, secretary-treasurer 


becomes the “dumping ground” for 
credit seekers, making it of, vital im- 
portance that hardware merchants 
keep a close watch on cfedits and col- 
lections. President Thompson pointed 
out that financial conditions are im- 
proving and that commodities, espe- 
cially farm products, are beginning to 
balance themselves. He expressed the 
belief that the hardware merchant can 
make some money this year, although it 
will not be an easy task. He said, 
however, that every dealer will surely 
be rewarded in proportion to the ef- 
fort and thought expended. He said: 
“The opportunities of 1922 will be 
for those who substitute thrift for ex- 
travagance, industry for indifference, 
efficiency for inefficiency, honesty for 
dishonesty, and service for selfishness.” 
In conclusion he urged everyone to re- 
gard it as his duty to both himself and 
his fellow dealers to do everything 
possible to make the convention the 
very best and most profitable possible 
and to be present at every session. 
The afternoon session was opened 
with a very interesting and instructive 
question box led by S. T. Harrison of 
Memphis. The questions came in so 
fast and the discussions were so inter- 


esting that at one time it seemed that 
there was no end to the information 
sought. One of the principal questions 
discussed was, “Does it pay to canvass 
and to deliver goods to the farmer?” 

Following the question box, the undi- 
vided attention of the assembly was 
held by Hamp Williams of Hot Springs 
National Park, Ark., who gave the as- 
sociation a number of his most orig- 
inal and successful plans of merchan- 
dising. Among these was the method 
of marking goods with large placards 
showing the “was price” and the “is 
price,” which serves to put the consu- 
mer in a much more favorable state of 
mind. He urged the dealers not to cut 
salaries and sales forces, but to go out 
and get business enough to retain 
them. He said to use the telephones, the 
sidewalks, the streets, and go to the 
country and get business. 

Mr. Williams pointed out that every 
dealer should hold systematic and in- 
structive sales meetings; and that a 
dealer should know each night the 
profit made that day; that we should 
learn to sell merchandise in the terms 
that the trade wishes to buy or use it, 
and that we should make a closer study 
of human nature, in order that he may 
appeal to his customers and thus ob- 
tain information that will greatly aid 
in making sales. 


Credits and Collections 


The subject of credits and collections 
was ably discussed by W. F. Witt of 
Roswell, N. M. Mr. Witt stated that 
statistics show that approximately 85 
per cent of all business done is credit 
business, and that it is necessary, as 
the development of all commerce and 
business hinges upon this building of 
trust and confidence. Mr. Witt urged 
the dealer to be as careful in accept- 
ing credit as in extending it. The 
need of a credit association in every 
town, irrespective of size, was also 
stressed. Mr. Witt pointed out that in 
extending credit that the merchant 
should guard against being too liberal 
with any man, no matter how good the 
risk. In conclusion, he urged prompt 
payment, to work collections every fif- 
teen days, and to press harder and 
harder as they become delinquent. 


Importance of Accurate Records 


The afternoon session was closed 
with a very instructive address and 
discussion by D. D. Fox of Dallas, 
during the course of which he called 
the attention of the dealers to the ne- 

(Continued on page 98) 
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Office of HARDWARE AGB, 
239 West 39th Street, 
New York, June 5. 


AY sales in the New York 
M wholesale market were, accord- 

ing to jobbers’ estimates, ap- 
proximately 20 to 50 per cent better, 
on a dollars and cents valuation, than 
May, 1921. 

Another significant feature about the 
present trend of conditions in the hard- 
ware market is the almost unanimous 
expression of opinion on the part of 
jobbers throughout this district that 
collections have materially improved 
during the past five weeks. 

Seasonable goods of all kinds are in 
active demand and a good consistent 
interest is being maintained for staples 
generally. The attitude of the retail 
trade is regarded by observers as show- 
ing more encouragement now than at 
any time since the period of deflation 
started. 

Screen cloth is reported to be the best 
selling individual article at present on 
the market. Both carpenters’ and me- 
chanics’ tools are fairly active. Build- 
ers’ hardware, although not as much in 
demand as many believed early in the 
season that it would be, is enjoying 
fairly brisk sales. 

Perhaps the most noteworthy feature 
about the present market is that a good 
general demand prevails for all articles 
that jobbers carry. 

No price changes of importance were 
reported during the past week. 


Automobile Accessories.—Ford parts 
are reported to be in demand at present. 
The general line is fairly active, al- 
though many specialties have not as 
yet attracted very much interest. 


Awning Rope.—Mild interest prevails 
for this article at steady prices. 


Jobbers’ quotations, f.o.b. New York: 
Awning rope, 3/16 in., 37c. net per lb.; 4 
t 


in., 36c. per Ib. net; 5/16 in., 36c. per Ib. net. 


Axes.—Some local jobbers report in- 
quiries for fall quotations on axes. Cur- 
rent interest is not particularly active. 
A decline of 50 cents per dozen was 
made about 10 days ago by some manu- 
facturers. Prevailing quotations are: 

Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 Ib., 
$14.75 per doz. net; 3% to 4% Ib., $15.25 
per doz. net; 4 to 5 Ib., $15.75 per doz. net; 
4% to 5% Ib., $16.25 per doz. net; 514 Ib. 
solid, $16.75 per doz. net. 

Flint edge axes, 4 to 4 Ib., $16.50 per doz, 


NEW YORK 


net: 3% to 4% Ib., $17 per doz. net; 4 to 5 
Ib., $17.50 per doz. net. 

Connecticut pattern axes, 3 to 3% Ib. 
$16.50 per doz. net; 3% to 4 Ib., $17 per 
doz. net; 4 to 5 Ilb., $17.50 per doz. net. 


Bolts and Nuts.—Buying is consist- 
ent, jobbers’ stocks are reported to be 
in good condition and prices are firm. 

Jobbers’ quotations, f.o.b. New York: 

Square nuts, No. 50, per Ib., % in., 19c.; 
5/16 in., 18¢c.; % in., 16c.; 7/16 in., 15¢c.; 
\% in., 13c.; 5% in., 12¢c., and % in., llc. 

Common carriage bolts, % by 6 and 
smaller, 50 and 5 per cent; longer and 
thicker, 50 per cent. 

Machine bolts, % by 4 and smaller, 55 
and 5 per cent; larger and thicker, 50 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 75 per cent; larger and thicker, 70 
per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
list, 50 and 10 per cent; brass, 4/32-14/20, 
75, 10 and 5 per cent, new list. 

Lock washers, 50 per cent. 

Toggle bolts, steel, bright finish, 60 per 


rivets, 60 per cent; solid copper 
rivets, 40 per cent. 

Stove bolts, 80, 10 per cent. 

Lag screws, 55 per cent. 

Builders’ Hardware.—A steady de- 
mand, especially for the smaller articles, 
continues to be the feature in this mar- 
ket. Prices are said to be very firm and 
local stocks are in good condition. A 
good deal of building is being done, 
especially in the suburbs, and retailers 
report fairly large sales. 

Clam Hooks.—In certain sections a 
good demand for these articles is re- 
ported, which are selling at fairly firm 
prices. 

Jobbers’ quotations, f.o.b. New York: 

Clam hook or digger, solid steel, four flat 
tines, 26-in. handle, gold, bronze finish 
shank, $10.55 per doz. net. Same, solid 
steel, six round tines. 26-in. handle, gold 
bronze finish shank, $13.25 per doz. net. 

Cotton Gloves.—Some inquiries have 
been received for quotations on these 
articles, which are at present in mild 
demand. 

Jobbers’ quotations, f.o.b. New York: 

Cotton gloves, white canton flannel, with 
knit cotton wrist, light style, $1.15 per doz. 
pair net. Same, heavy style, $1.85 per doz. 
pair net. Gauntlet gloves, regular style 
heavy weight white canton flannel, cuff 
lined with heavy stiffened material, $1.85 


per doz. pair net. Same, lé@ather faced, 
$3.85 per doz. net. 


Curtain Poles.—These articles are in 
fairly good demand, according to re- 
tailers, especially in certain suburban 
districts. 

Jobbers’ quotations, f.o.b. New York: 

Curtain poles, 1 in. mahogany and oak, 
$3.50 per 100 ft. net; 1% in., mahogany and 
oak, $5 per 100 ft. net. Curtain pole sets, 
consisting of % by 4 ft. pole, 1 pair of ends, 
1 pair of brackets and 10 rings, mahogany 
finish, $3.85 per doz. sets. 


Cutlery.—Although jobbers’ sales are 
not so large as they were, retailers 
throughout this section report good 
sales for pocket knives, table cutlery 
and to some extent carvers. Prices are 
steady and local stocks are said to be 
fairly large. 

Galvanized Pails.—Interest is fairly 
strong, stocks in good condition and 
prices very firm. 

Jobbers’ quotations, f.o.b. New York: 

Light galvanized pails, 8-qt., $2.15 per 
doz. ; 10-qt., $2.30 per doz. ; 12-qt., $2.50 per 
a: 14-qt., $2.85 per doz.; 16-qt., $3.45 per 
OZ. 

Heavy galvanized pails, 12-qt., $3.3 
doz. ; 14-qt., $3.65 per doz.; 16-qt., $4.2 
doz. 

Garden Hose.—Hose is in very active 
demand throughout this section. Stocks 
are fair and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Rubber garden hose, % in., standard 
brands, is being quoted from llc. to 1l4c. 
per ft. 

Hose nozzles, $6.25 per doz. 

Hose Clamps and Couplings.—Prices 
are firm, stocks ample and interest 
active. 

Jobbers’ quotations, f.o.b. New York: 

Brass hose clamps, for %-in. hose, 42c. 
per doz. Stéel hose clamps, for %-in. hose, 
37e. per doz. Clinching hose couplings for 
5g-in. hose, $2.65 per doz. Wrought brass 
hose couplings for %-in. hose, $1.45 per 
doz. For %-in. hose, $1.45 per doz. For 
%-in. hose, $1.45 per doz. 


Hose Reels.—Similar conditions pre- 
vail in this line as in those quoted above. 


Jobbers’ quotations, f.o.b. New York: 

Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in. corrugated 
steel drum, steel arms, enameled green and 
black, capacity 100 ft. %-in. hose, $25.25 
per doz. net. Same with steel rope, elec- 
trically welded together, japanned, galvan- 
ized steel drum, diameter of wheel 21% 
in., length of handle 28 in., capacity 100 ft. 
of garden hose, $30 per doz. net. Same, 
all metal tubular frame, corrugated, gal- 
vanized steel drum, tubular steel wheels, 
enameled green, height of reel 21 in., capac- 
ity 100 ft., $42 per doz. net. Same with 
height of reel 24 in., 100 ft. capacity, $48 
per doz. net. 


Garden Barrows.—Fairly good inter- 
est prevails for these articles. Prices 
are firm, stocks ample. 


Jobbers’ quotations, f.o.b. New York: 

Garden barrows, medium size, folding 
steel frame, steel wheel, hardwood sides and 
handle, $68 per doz. net. 

Grass Scythes.—There is still a good 
demand for these articles in some places 
which is attributed to the lateness of 
the season. Prices are firm, stocks ade- 
quate. 

Jobbers’ quotations, f.o.b. New York: 

Grass scythe, high grade steel blade, 
black finish, ribbed back, medium weight, 


$15 per doz. net. Grass scythe, made of 
high grade English steel, polished web and 
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double rib, $17.50 per doz. net. Same, with 


riveted back, $21 per doz. net. 
Ice Cream Freezers.—Interest is very 
active, prices are firm and stocks fair. 


New York: 
1-qt.. $2.43 net; 
$3.37 net; 4-qt., $4.13 


Jobbers’ quotations, f.o.b. 
Triple motion freezers, 
2-qt., $2.83 net; 3-qt., 
net; 6-qt., $5.23 net. 
Vacuum Freezers.—1-qt., 


$2.67 net; 
$4 net. 


2-qt., 


Ice Picks.—A fairly large amount of 
pick-up business is reported for these 
articles, which are selling at firm prices. 
quotations, f.o.b. New York: 

Needle point ice picks, 5%%-in. blade, 
shank and head formed of one piece of steel, 
handle stained black, $3.43 per doz. net. 
Same with a hexagonal iron band, $5.74 per 
doz. net. 

Ice chisel, heavy polished steel blade, oak 
handle, nickel plated iron bands, $1.60 per 
doz. net Ice chipper, 6 crucible needle 
points, tempered, malleable iron frame, 
tinned, wood handle, length over all 9% in., 
$3 per doz. net. 


Linseed Oil.—A slight reduction in 
the price of oil was made by some of 
the leading firms during the past week. 
The demand at present is rather light, 
and local stocks are reported to be fair. 

Prices to dealers, f.0.b. New York: 

Linseed oil, in lots of less than 5 bbl., 
per gal. In lots of 5 bbl. or more, 88c. per 
gal. Boiled oil is 2c. extra, double boiled 
oil is 3c. extra. Oil in half barrels is 5c. 
gal. additional. 

Lawn Mowers.—A good demand still 
holds for these articles. Stocks are 
fair and prices steady. 


Jobbers’ 
Lawn 


Jobbers’ 


91e. 


quotations, f.o.b. 
: mowers, 3 blades, 
ings, 8-in. side wheel, finished in pea green, 
gold striped, 10-in., $5 each net: 12-in., $5 
each net; 14-in., $5.30 each net; 16-in., $5.60 
each net; 18-in., $5.95 each net. Ball bear- 
ing lawn mowers, 3 blade, adjustable bear- 
ings, 18-in. drive wheel, finished in gold, 
aluminum and blue, 12-in., $6.35 each net: 
4-in., $6.70 each net; 16-in., $7.05 each net; 
10%-in. raised open drive wheel, 4 tem- 
pered steel blades, reel 6-in. diameter, fin- 
ished in aluminum, gold and green, red and 
gold striped, $9.25 each net. Same. 16-in., 
$9.75 each net: same, $10.25 each 
net; 20-in., $10.85 each net. 
Grass catchers, wire frame, 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 


Lawn Rollers.—Interest is reported 
to be active for these articles. Prices 
are firm and stocks are said to be well 
balanced. 


Jobbers’ quotations, f.0.b. New York: 

Water weight lawn rollers, 46 Ib $18.50 
list; 76 Ib., $22.25 list; 95 Ib.. $25.75 list. 
The present discount quoted by local job- 
bers is 30 per cent off list. 


New York: 
adjustable bear- 


18-in., 


adjustable 


Nails.—According to jobbers inter- 
viewed, the demand for nails is fairly 
consistent. Jobbers’ stocks are reported 
to be ample for all current demands. 
Prices given here represent average 
quotations. 

Jobbers’ quotations, f.o.b. 

Wire nails, $3.35 base, 
$3.90 base, per keg. 
$3.15 ba&Se, per keg. Wire nails and brads, 
in small lots, 75 to 10 per cent off list. 

Roofing nails. per 100 lb.. $7.25 for gal- 
vanized and $5.25 plain. This applies to 
1x12 

Naval Stores.—This market is quite 
active. Local supplies are reported to 
be at a low ebb. An advancing price 
tendency is at present the dominant 
feature. 

Prices to dealers, f.o.b. 

Turpentine in bbl. is 
98c. to $1 per gal. Rosin on a basis of 280 
lb. to a bbl. is being quoted as follows 
(average ouotations) : B grade, $5.50; D 
grade, $5 E grade, $5.95: F grade, 
$6.15; G grade, $6.20; WW. $8.35. Quota- 
tions vary in different parts of the city 


Potato Hooks.—Rural dealers are re- 


New York: 
per keg. Cut nails, 
Coated nails, $3 to 


New York: 
being quoted from 
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ported to be interested in current quo- 
tations on these articles. 


Jobbers’ quotations, f.o.b. New York: 

Potato hooks, solid steel, four round tines, 
bent head, gold bronzed finish, $8.55 per 
doz. net. 

Same with four flat tines, $9.80 per doz. 
net. Same with five round tines, goose 
neck, $10.70 per doz. net. Same with six 
round tines, goose neck, $11.60 per doz. net. 


Poultry Netting Staples.—The de- 
mand is active, prices firm, stocks fair. 
Jobbers’ quotations, f.o.b. New York: 
Poultry netting staples, 10-lb. boxes, 7c. 
per Ib. In 100-lb. kegs, $5.75 per keg. 
Rope and Twine.—Improvement in 
buying interest is reported in the rope 
and twine market. Prices are un- 
changed. Stocks are said to be in a 
very satisfactory condition. 
f.o.b. New York: 
1 grade, ise. to IMbyc. 
Hardware zra‘de, l6ec. per Ib. Sisal, 
15c. per ib.: sisal, No. 2 erade, 


3olt rope, 20c. to 22c. per ib. 


Jobbers’ 
Manila 
per Ib. 
No. 1 grade, 
3c. per Ib. 


quotations, 
rope, No. 


No “Clerks” Here! 


The Bush Hardware Co., Evans- 
ville, Ind., has ten salesmen em- 
ployed on the floor and not a single 
“clerk.” 

“We don’t want ‘clerks’ in this 
store,” said E. M. Bush, president 
of the firm. 

“Selling hardware at retail is a 
matter that takes the same sort of 
salesmanship as selling on the road. 
It takes salesmen, not clerks, to do 
it. Consequently, we banished the 
word ‘clerk’ from our dictionary 
some years ago. A good man, a 
salesman, doesn’t like to be termed 
a ‘clerk’ and even such a small mat- 
ter as speaking of your salesmen as 
‘clerks’ tends to make clerks out of 
them.”—Philadelphia - Made Hard- 
ware, 


13ec. to 15e. tard ib! 
20%c. to 25%c. per Ib. India 
No. 6, l6ec. to ise. per lb. 

Screens and Screen Doors.—Activity 
features this line. Prices are very firm 
and stocks are said to be rather light 
in some places. 


Jobbers’ quotations, f.o.b. } 

Continental screens, No. 
doz.; 2233, $5.80 per doz.; 
doz.; 2833, $7.20 per doz.; 
doz. ; 3033, $7.50 per doz. 

Competitor screens, No. 1 
No. 2, $4.80 per doz.; No. : 
No. 4, $6.25 per doz. 

All metal screens, No. 15, 
$6; No. 24. $7.05; No. 39, $9.5 
Sereen doors.—Continental, "2/6 2 
No. 241, $18.14; No. 281, $19.30; No. 2 
$24.60; No. 314, $27.50; No. 457G, 

all per doz. 


Lath yarn, 
ping twine, 
hemp twine, 


Jute wrap- 


York: 

$5.05 per 
$6.20 per 
$7.65 per 


.30 per doz. ; 
5.80 per doz.; 


_ ».40; No. 


Screws.—Steady interest prevails in 
this line. Prices are said to be stiff and 
stocks in good condition. 


Jobbers’ quotations, f.0.b. New York: 

Wood screws, iron bright, flat head. 
82% per cent; iron bright, round and oval 
head, 80 per cent; iron blued, flat head (add 
5 per cent to net amount of invoice), 82% 
per cent; iron blued, round head, 80 per 
cent; brass flat head, 77% per cent; brass 
round and oval head, 75 per cent. Extra 
discount quoted by local jobbers is 20 per 
cent. 

Machine screws, 60-10 per cent. 

Cap serews, 75 and 10 per cent. 

Set screws, 80 per cent. 


Screen C'oth.—This is probably the 
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most active line at present in the loca! 
market. Rumors still persist that short- 
ages will occur in this line. 

Jobbers’ quotations, f.o.b. New York: 

Black screen cloth, 12 mesh, $2.15 per 
sq. ft. net. ; 

Sereen cloth of white satin finish and 
double zinc coated after weaving, 12 mesh 
$2.65 per 100 sq. ft. Same, 13 mesh, $4.40 
per 100 sq. ft. 

Bright galvanized.screen cloth with cop- 
per selvage, 12 mesh, $4.25 per 100 sq. ft. 
14 mesh, $4.50; 13 mesh, extra heavy, $5.75 

Sporting Goods.—Some of the local 
jobbers report that sales of summer 
sporting goods during May were larger 
than they have been for any single 
month for several years. Retailers re- 
port fairly good sales. 

Sprinklers.—The demand is said to be 
moderate for these articles. Prices are 
steady. 


Jobbers’ 


109 


quotations, f.o.b. New York: 

ere sprinklers, 4-qt., $6.35; 6-q! 
5 8-qt., $8.15; 10-qt., $9.35; 12-qt 

16-qt., $13.45; all per doz. net. 


$7.3 
$1 


0.65; 


Roofing Paper.—Activity in building 
is said to have materially increased the 
demand for roofing paper. Suburban 
dealers especially report good sales. 
quotations, f.o.b. New York: 

paper, 35-lb. roll. 79c. per 
45-Ib. roll, $1.30 per roll; 58-Ib. roll, 
per roll. 

Hard felt, 60-Ib. standard roll, 
roll; red sheathing paper, 36 in. 
sq. ft. in a roll; 25-lb. roll, 50e. 
and 30-lb. roll, 75¢ per roll, 


Jobbers' 
Roofing roll 


$1.79 


$1.40 
wide, 
per 


per 
500 
roll, 


Stove Deed few inquiries have 
been received, according to jobbers’ re- 
ports, for stove pipe. Prevailing quota- 
tions are as follows: 

Jobbers’ quotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage, 12 
lengths in a bundle, 4 in., $1.60 per doz 
lengths net; 4% in., $1.75 per doz. lengths 
net; 5 in., $1.95 per doz. lengths net; 5}5 
in., 2.95 per doz. lengths net; 6 in., $2.59 
per doz. lengths net. 

Rubber Tubing.—The prevailing quo- 
tations on this article are as follows: 

Jobbers’ quotations, f.o.b. New York: 

White rubber tubing, 50 ft. in a box, from 
% by 1/16 in. to % by %& in., 45c. per Ib 
net. Red rubber tubing, 50 ft. in a_ box, 
from \%4 by 1/16 in. to % by 3/32 in., 51k 
per lb. net, 

Toys.—Children’s vehicles, electric 
trains, and summer specialties are re- 
ported to be in fairly good demand. 
Prices are said to be firm and local job- 
bers report stocks to be in a satisfactory 
condition. 

Wire Goods.—As stated last week, 
the condition of local stocks is some- 
what uncertain. Some jobbers report 
light stocks, while others say that the 
supply on hand is ample to meet this 
season’s demands. Prices are firm and 
demand is very vigorous. 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent; from 
New York stock, 45 to 50 per cent. Poultry 
netting, galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, 
stock, $4.75 to $5 per 100 sq. ft. 


New York 


Window Glass.—Improvement of de- 
mand is reported. Prices are firm and 
stocks are in fairly good condition. 


Prices to retailers, f.o.b. New York 

A single, 84 to 87 per cent; B single, win: 
dow glass, 85 to 88 per cent; A double, 5» 
per cent; B double, 87 per cent. sist of 
March 1, 1913. 


Wireless Equipment.—The demand in 
this section is still active, and the sup- 
ply is inadequate for either retailers or 
consumers. 
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Office of HarRpWaRE AGE, 
1505 Otis Building, 
Chicago, Ill., June 3. 


HERE were no developments in 
this market during the last few 


days which would affect prices. 
Conditions have remained unchanged 
for several weeks but the end of each 
week has shown some improvement in 
general business. The large distribu- 
tors are just beginning to really feel 
the effect of spring and all report that 
they are very busy. The outlook was 
not particularly good a few months 
back, due to the merchants unwilling- 
ness to place future orders and con- 
sequently not as much material was 
manufactured as has been called for. 
Such a condition coming at this time 
with spring demand in full swing has 
speeded up all the wholesale houses 
and they mean it when they say they 
are “good and busy.” 

The wire and staple situation is im- 
proving slowly and stocks should be 
in good shape before long. Garden 
hose is hard to obtain due to the fac- 
tories inability to keep up with orders. 
Lawn mowers are being received in 
frequent shipments from the factories 
but there are always nearly enough 
orders on hand to dispose of the con- 
signment. Refrigerators are just as 
hard to obtain as the other items and 
local stocks are pretty well broken. 
Merchants have been in the local mar- 
ket in larger numbers this last week. 
Collections show considerable improve- 
ment. 

Unemployment is decreasing and in 
some industries and plants there is an 
actual shortage of common labor.. The 
railroads are still quite a factor in 
buying, their larger purchases being 
represented in 6000 cars ordered this 
week, making a total of 17,000 for the 
month and 85,000 for the year. A more 
healthy situation is noted in all lines, 
with a steady growth in confidence in 
values and an enlarging consumption. 
Reduction of freight rates are expected 
to check the hardening in values of 
some lines of steel and merchandise for 
the present. Finished steel of all kinds 
is being ordered in larger volume than 
any time this year, with mills behind 
sixty to ninety days in delivery. Coal 
is moving fairly, with ample supplies 
and western Kentucky offers at a 10 
cent decline. Wire and nails are being 
ordered so freely that mills operating 
on full time are behind. Increased 
sales of automobiles and radio equip- 
ment continue a leading feature with 
manufactures behind on production of 
the radio outfits. 

Building permits numbered 237 last 
week against eighty-six for the same 
week a year ago. The value was great- 
er this week than last and the build- 
ing activities have not slackened any 
despite the crisis reached when the 
officials of the trade council were 
arrested in connection with the recent 
bombings. The two leaders have been 
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released on large bail with a written 
agreement that they resign from the 
council. Chicago distributors are look- 
ing forward to increased business as a 
result of the reduction of freight rates. 
The rail workers have been reduced 
about $48,000,000 and have taken steps 
to fight the reduction although nothing 
has been definitely announced as to 
their methods of action. 


Automobile Accessories.—The next 
few days will show marked improve- 
ment in this line. 


We quote from jobbers’ stocks, f.o.b 
Chicago: No. 46 Reliable jacks, $2.65 each 
lots of 10, $2.55 each; Twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each; doz. lots, $1.60 
each; Weed chains, single lots, 25 per cent 
discount; doz. lots, 33% per cent discount; 
red inner tubes, 30 x 34%, $1.90 each; gray 
inner tubes, 30 x 3%, $1.35 each; Hercules 
giant plugs, 60c. each; Hercules junior 
plugs, 35c. each; Bethlehem spark plugs, 
36c. each; Bethlehem spark plugs, mica 
type, 60c. each; Bethlehem spark plugs 
standard porcelain type, 58c.; Splitdorf 
plugs, 58c. each; lots of 100. 5dfc. each; 
Splitdorf plugs, special for Fords, 50c. each 
lots of 100, 48c. each; Champion X plugs, 
45c. each; lots of 100, 43c. each; Champion 
)® plugs, 53c. each.; lots of 100, 50c. each 
Ford fan belts, extra quality, 22c. each 

Axes.—Orders for fall delivery are 
coming in increasingly better volume. 
Prices were reduced last week 50 cents 
per doz. 

We quote from jobbers’ stocks, f.o.b 
Chicago: First quality single bitted unhan- 
dled axes, 3 to 4 Ib., $10.50 doz. base ; double 
bitted, $15.50 doz. base: good quality black 
unhandled axes, same weight, single bitted, 
$9.50 doz. base; single bitted handled axes, 
$11.25 to $18.50 per doz., according to qual- 
ity and to grade of handle. 


Binder Twine.—Some factories are 
sold up, and deliveries are slow, al- 
though some manufacturers have good 
stocks. Prices seem steady. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Sisal and standard, 10c. per Ib 
standard manila, lle. per Ib.: 600 ft. man 
ila, 12c. per Ib.; 650 ft. manila, 12%c. per 
Ib.; pure manila, 13c. per Ib. 

Bolts and Nuts.—Some advances of 
10 per cent have been reported, but 
no price changes are reported locally. 
The demand is good. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Large carriage bolts, 50-10 per 
cent off list; small carriage bolts, 60-5 per 
cent off list; large sized machine bolts, 
60-5 per cent off list: small sized machine 
bolts, 60-10-5 per cent off list; all stove 
bolts, 80 per cent off list; all lag screws, 
60-5 per cent off list 

Builders’ Hardware.—The volume of 
business continues large and in excess 
of manufacturers capacity. Prices are 
firm and one manufacturer has ad- 
vanced his entire line 10 per cent, al- 
though advances are not general and 
have not as yet affected jobbers’ stocks. 


Chains.—Improvement has been 
noted in all seasonable chains, such as 
halter, tie-out, porch-swing, etc. Prices 
continue at same levels. 

We quote from jobbers’ stocks, f.o.b 
Chicago: %-in. proof coil chains, $8 per 100 
Ib.; weldless coil chain, 50-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz. 

Copper Rivets and _ Burrs.—Sales 
continue above records of recent years. 
Prices are considered very low. 


We quote from jobbers’ stocks, f.o.b 


Chicago: Copper rivets and burrs, 50 per 
cent discount. 


Clipping and Shearing Machines.— 
Sheep shearing machines are still in 
good demand and will continue for 
several months. Sales are considered 
normal. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Stewart No. 1 ball bearing clipping 
machine, enclosed type, list $12, top plate 
$1. bottom plate $1.50. Trade discount, 25 
per cent. 


Stewart No. 9 ball bearing shearing ma- 
chine, list $18.50, trade discount 25 per 
cent 

Horse clipping attachment for shearing 
machine, list $7.50. Sheep shearing attach 
ments for clipping machine, list $11.50 and 
$13, trade discount 25 per cent 


Eaves Trough and Conductor Pipe.— 
There has been no change in this mar- 
ket, although higher prices are asked 
by some makers. Deliveries from fac- 
tories are slower and indicate a large 
demand. 


We quote from jobbers’ stocks, f.o.b 
Chieago: 29 gage, 5-in. lap joint eaves 
trough, $4.3) per 100 ft.; 29 gage, 3-in. cor- 
rugated conductor pipe, $4.50 per 100 ft 
3-in. corrugated conductor elbows, $1.36 per 
doz 


Files —Sales are considered good 
and there are no price changes. 


We quote from jobbers’ stocks, f.o.b 
Chicago: American files, 70 per cent off list ; 
Nicholson files, 50-10-10 per cent off list 
Disston files, 50-10-10 per cent off list 
Black Diamond files, 50-10 per cent off list 


Galvanized Ware.—Continued heavy 
orders of galvanized ware are testing 
jobbers’ stocks. Tubs and pails are 
moving fast. Manufacturers are de- 
manding the 10 per cent advance which 
eventually jobbers must ask when low 
priced stocks are exhausted. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Galvanized tubs, Standard No. » 
$4.40 per doz.; No. 1, $5.35 per doz.; No. 2, 
$6 per doz.; No. 3, $7 per doz.; medium 
grade heavy galvanized tubs, No 1008S 
$8.50 per doz:; No. 2008S, $9.50 per doz 
No. 3008S, $10.50 per doz. 

Common galvanized pails, 8-qt., $1.65 per 
doz.; 10eqt., $1.85 per doz.; 12-qt., $2 per 
doz.; 14-qt., $2.30 per doz.; common gal- 
vanized stock pails, 1l6-qt., $4 per doz 
18-qt., $4.75 per doz. 


Glass and Putty.—Sales have slowed 
up to-some extent, 

We quote from jobbers’ stocks, f.o.b 
Chicago Single strength A and _ single 
strength B, up to 25-in. bracket, 86 per cent 
off. Single strength A and single strengt! 
B. over 25-in. bracket, 85 per cent off 
Double strength A, all brackets, 85 per cent 
off Double strength B, all brackets, 87 
per cent off Putty in 100-Ib. kits, $3.65 
commercial putty, $3.60; glaziers’ points 
Nos. 1, 2 and 3, one doz. packages, 65c 

Hatchets.—The demand for builders’ 
tools is much better than last season, 
though not up to pre-war levels, ex- 
cept on the cheaper grades. 

We quote from jobbers’ stocks, f.o.b 
Chicago Size 2, extra quality broad 
hatchets, $16 doz.; Competitive grade, $12 
doz.; warranted shingling hatchets, $1. 
doz. : Competitive forged shingling hatchets 
$8 doz 

Hammers.—This has been a big 
year for hammers, and a good demand 
continues for all grades. The cheaper 
lines are selling unusually well. 

We quote from jobbers’ stocks, f.0.b 
Chicago No. 11% first quality nail ham 
mers, $12 per doz.; Competitive forged nai 
hammers, $6 to $9 per doz.; cast steel ham 
iners, $4 per doz 


Hickory Handles.—The present low 
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prices continue and sales are the best 
for many seasons past. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special white 
growth second hickory, $4.50 doz.; No. 
hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.20 doz. 

Hose.—Due to the light demand at 
the start of the season, sales were slow 
in starting, but the demand has so 
greatly increased that factories are 
now seriously behind on orders, and 
some jobbers’ stocks are very low. This 
is another line that has sold much 
heavier than was anticipated by dealer, 
jobber and manufacturer. Hose reels 
are also hard to obtain. 

We quote from jobbers’ 
Chicago: %-in. molded reel hose, good 
quality, 1344c.; %-in. 3-ply good quality 
duck hose, 131%4c.; %-in. 4-ply good quality 
duck hose, 16c. 

Ice Cream Freezers.—Sales are in- 
creasing at start of the season. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: White Mountain, 1-qt., $2.45 each; 
2-qt., $2.85 each; 3-qt., $3.45 each; 4-qt., 
$4.15 each; 6-qt., $5.25 each; &8-qt., $6.75 
each; 10-qt., $9 each; 12-qt., $10.80 each. 
Improved i 1- ~at.. $1.90 each; 2-qt., 
$2.20 each; 2.72 each; 4-qt., $3.40 
each ; 6-qt., $4. 30 each; &-qt., $5.5 55 each. 

Ice Skates.—Salesmen are taking 
orders for future delivery at prices 
showing a decline of about 15 per cent 
over last year. Orders are showing 
increases slowly. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Key clamp rocker, men’s and boys’ 
bright finish. 70c. per pair; key clamp 
hockey, $1.03 per pair; half key clamp 
hockey, women’s and girls’, 96c. per pair; 
half key clamp hockey, women’s and girls’, 
$1.26 per pair. 

Lace Leather.—Sales are reported as 
being very good. Hides are firm and 
likely to advance. 


stocks, f.o.b. 


Lawn Mowers and Grass Catchers.— 
The demand has been increasing with 
unusually heavy sales last week. It is 
reported that jobbers’ stocks are 
broken, but factories are making fre- 
quent shipment to their stocks. This 
has been an exceptionally good season. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: 12-in., $5.20 each net; 14-in., 
$5.50 each net; 16-in., $5.85 each net; 18- 
in., $6.20 each net. Ball bearing lawn 
mowers, 4 blades, adjustable bearings, 8-in. 
dvive wheel, finished in gold, aluminum and 
blue, 14-in., $7.50 each net; 16-in., $7.80 
each net; 10%4-in. raised once drive wheel, 
4 te mpered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 
and gold striped, $9.50 each net. Same, 
16-in., $9.95 each net; same, 18-in., $10.45 
each net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 


Nails—Sales are very good and 
mills are doing their best to keep stocks 
filled. 

We quote 
Chicago: 
base. 

Oil Stoves.—Sales are reported to be 
increasing, and warm weather has 
created quite a demand. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $10.85 each; 
3-burner, less shelf. $14.25 each; 4-burner, 
less shelf, $18 each; 2-burner shelf, $3.50 
each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 

Paints and Oil.—Linseed oil has been 
reduced 5 cents per gal., turpentine was 
increased 2 cents per gal., and de- 


stocks, f.o.b. 
$3.10 per keg 


from jobbers’ 
Common wire nails, 
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natured alcohol has been reduced 3 
cents per gal. 


We quote from jobbers’ stocks, 
Chicago: Raw linseed oil, 1 to 4 bbl., $1.03 
per gal.; boiled linseed oil, 1 to 4 bbl., $1.05 
per gal.; raw linseed oil, 5 bbl. or more, 
98c. per gal.; boiled linseed oil, 5 bbl. or 
more, $1 per gal., less 1 per cent 10 days. 
Turpentine, $1.13 per gal. (in bbl.); de- 
natured alcohol in bbl., 39c. per gal.; 
strictly pure white lead, 100-Ib. kegs, 12 4c. 
per lb.; 50-lb. kegs, 121%e. per lb.: dry 
paste in bbl., 6c. per lb. ; pure white shellac, 
4-lb. goods in gal. cans, $4.75 per gal.; pure 
orange Shellac, 4-lb. goods in gal. cans, 

per gal.; English venetian red, in 
$3.50 and $6.75 per cwt. 


Radio Supplies.—The outlet for this 
merchandise is increasing daily, al- 
though some firms report sales as 
somewhat slower, due to summer sea- 
son. This will give the factories a 
chance to catch up on deliveries which 
they have been unable to do as yet. 
Hibbard, Spencer, Bartlett & Co. have 
just added a complete line of radio 
equipment. 

Refrigerators.—Sales have been very 
good and stocks are broken. There 
will be many disappointments over de- 
lay in receiving this line due to small 
amount of future orders which were 
placed. 

Roller Skates.—The sales are keep- 
ing up but are not in large volume. 


We quote from jobbers’ stocks, f.o0.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 


Rope.—Hay rope season demand is 
starting early, with preference for the 
highest grade. Current orders are 
good and prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila. rope, 
standard brands, 17\%c. to 18%c. per Ib.; 

manila rope, l6c. to 16%4c. per Ib. 

so-called hardware grade manila 

12%c. lb.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15%e. 
per Ib. base; No. 2 sisal rope, standard 
brands, 13c. to 14c. per Ib. base. 

Sash Cord.—Manufacturers are re- 
ported to be busy now. Even at the 
new advances manufacturers claim 
there is no profit in production and fur- 
ther advances would not be surprising. 

We quote from jobbers’ stecks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.40 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 doz. hanks. 

Sash Weights.—Prices are con- 
sidered favorable and building activi- 
ties are bringing in nice orders. 

We quote from jobbers’ stocks, 
Chicago: Sash weights per ton, $35. 

Screws.—No changes are to be noted 
in local prices and sales are better than 
a month ago. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws. 85-1214 
per cent off list; round head blued, 85 per 
cent off list; flat head brass, 80-15 per cent 
off list; round head brass, 80-5 per cent off 
list; japanned, 80-5 per cent off list. 

Screen Doors.—Stocks are moving in 
large volume. The season is here and 
demand is brisk. Early and future 
orders were very light and the weather 
has brought out a heavy demand. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Three panel %-in., 2-ft. 6-in. x 
6-ft. 6-in. ge doors, $18.40 per doz.; four 
panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. plain 
doors, $20 per doz.; five panel, 1%-in. 2-ft. 
6-in. x 6-ft. 6-in. plain doors, $21.65 per 
doz.; four panel, 1%-in. 2-ft. 6-in. x 6-ft. 
6-in. fancy doors, $29.70 per doz. 


Solder and Babbitt Metal.—Sales 
volume is good and market is stronger, 
no immediate change, however, in local 
quotations. 


f.0.b. 


f.0.b. 
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quote from jobbers’ stocks, f.o.b. 
: Warranted 50-50 solder, $22 per 
; medium 45-55 solder, $21 per 100 
; tinners’ 40-60 solder, $20 per 100 Ib.; 
high speed babbitt metal, $18 per 100 lb.; 
standard No. 4 babbitt metal, $8 per 100 Ib. 


Sporting Goods.—The demand for 
baseball paraphernalia continues to be 
very large, and it is bound to be a 
record year for this class of merchan- 
dise. There is also a very large in- 
crease in tennis goods, and with the 
addition of community courses all over 
the country a number of people have 
taken up golf who heretofore did not 
think they could afford to play the 
game. Many of the dealers are getting 
ready for the fall season and are send- 
ing in their orders for footballs, basket 
balls, etc. Marlin fire arms are being 
quoted here at a 10 per cent decline. 
This is announced as purely an adjust- 
ment of prices and does not indicate a 
general break. The Marlin plant was 
closed for some time and first prices 
were based on estimates. Gun prices 
will likely continue until 1923. 


Steel Sheets.—Mills are still busy 
and prices are strong. It is felt, how- 
ever, that the proposed freight rate de- 
crease will prevent the necessity of the 
steel price advances which have been 
prophesied in some quarters. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: 28 gage galvanized sheets, $5.30 
= _ lb.; 28 gage black sheets, $4.30 per 
10 ‘ 


Stove Pipe and Elbows.—An unusu- 
ally large volume of future sales, and 
requests for early shipment, refiect the 
belief of the trade that present prices 
are very favorable, and may go higher 
rather than lower. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75; 30 gage, 
$9.60; 28 gage, $11.85; 26 gage, $14.30; 
6-in. elbows, 30 gage, $1.15; 28 gage, $1.30; 
26 gage, $1.55 per doz. 

Washing Machines.—Sales are im- 
proved and retailers are finding a good 
market. The special effort made by 
some dealers has brought surprisingly 
large sales. 

Wheelbarrows.—This is the best 
wheelbarrow year for a long time, and 
is due to better building and very low 
prices. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; angle leg contractors’ barrows, 
$5.50 each; angle leg, garden barrows, $4.50 
each; competitive steel tray barrows, $4 
each. 

Wire Goods.—Wire cloth and poultry 
netting are moving in very large 
volume. Stocks are gradually getting 
into shape in plain wire, staples and 
barbed wire, although there are still 
shortages in the lines. 


We quote from jobbers’ .stocks, f.0.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.75 per 
100 Ib.; 12-mesh black painted wire cloth, 
$1.85 per 100 sq. ft.; poultry netting, 56 
per cent off; galvanized after weaving, 51 
per cent off; catch weight spool galvanized 
cattle wire, $3.75 per 100 lb.; 80-rod spool 
galvanized hog wire, $3.27 per spool: No. 8 
galvanized plain wire, $3.35 per 100 Ib. 


Wrenches.—Sales continue norma! 
and the volume is considered good. 

We quote from jobbers’ stocks, f.0.b 
Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, 40 per cent, 
knife handles, 60 per cent. 

Wringers.—Sales are good and pre- 
vailing quotations are 50 cents off 
Lovell’s lists. 


We 
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Office of HARDWARE AGE, 
410 Unity Building, 
_Boston, June 3, 1922. 
UNE opens with encouragement 
and confidence showing in all 
branches of the New England hard- 
ware market. First of all, the manu- 
facturers in this territory, especially 
of builders’ hardware, are busier than 
they have been in months. The stability 
of raw material values, together with 
a growing scarcity of skilled help in 
certain trades, indicates more clearly, 
perhaps, than anything else that indus- 
trial New England is on the mend. 

In the second place the retail hard- 
ware trade is getting some good busi- 
ness, not only in standard lines of 
hardware, but paints and specials as 
well. On many seasonable lines the in- 
dividual dealer is getting frequent 
turnovers and naturally profits. Back 
accounts are being paid up, stores are 
being improved here and there, the 
public and large consumers of hard- 
ware are paying their bills fairly 
promptly, and the general credit and 
going business situations greatly im- 
proving each week. 

In the third place all classes of hard- 
ware jobbers are busy, most of them 
more so than they have been since 1921. 
The shelf hardware wholesale firms are 
easily holding the advantage in gross 
sales for the year established last 
month and earlier; the heavy hardware 
tonnage turnover is coming forward 
quite fast, some of the trade referring 
to trade as like that in the old war 
days; while the mill supply firms have 
about all the trade they can comfort- 
ably handle. Ship hardware should not 
be forgotten, for it is on a broader 
scale than experienced in many, many 
months, and everybody connected with 
it, from the manufacturer to the retail 
distributor, apparently is making 
money. 

Automobile Accessories.—With the 
new car business in this section of the 
country fully as good as it was in 
1920, and with more used cars operat- 
ing on New England roads, it is little 
wonder that the hardware trade re- 
ports an excellent market for automo- 
bile accessories. Pumps, and possibly 
a half dozen other items are not selling 
particularly well, but otherwise every- 
thing is moving in good vo'ume. The 
turnover in certain items like horns, 
brake linings, Ford parts really is in 
excess of anticipations, according to 
many of the trade. Some slight reduc- 
tions in prices on competitive lines are 
noted, but such changes are growing 
less frequent as business expands. 

Axes.—Certain local jobbing inter- 
ests have made a slight reduction in 
the price of axes, but a majority of the 
trade are sticking to the former basis. 
The demand is limited just now, ac- 
cording to the jobbers, and certain 
houses were anxious to reduce stocks. 


We quote from Boston jobbers’ stocks: 
Single bit axes, first quality, without 
handles, $11.50 per dozen; double bit axes, 
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without handles, $16.50 per dozen; single 
bit axes, with handles, $15 per dozen. 


Batteries.—No fault is found with 
the wholesale or retail movement of 
batteries. People are getting their 
boats into the water, or overhauling 
farm appliances that require batteries. 
The usual spring overhauling of house 
door bell systems is on, and numerous 
other sources of consumption are being 
prodded up, so that collectively a fairly 
large number of batteries are being 
paid for daily by the public. No 
change in prices is noted and as far 
as the jobbers know there is little 
likelihood of there being any right 
away, at least. 


We quote from Boston jobbers’ stocks: 

Columbia.—In lots of less than twelve, 
40c. each; in lots of twelve to fifty, $35.36 
per hundred, in barrel lots of 125, $30.36 
per 100. 

Ignitor.—In lots of less than twelve, 40c. 
each; in lots of twelve to fifty, $35.36 per 
hundred; in barrel lots, $31.36 per 100. 
Fifty in box, Columbia, $30.74 per 100; 
Ignitors. $31.74 per 109. 

Hot Shot.—In barrel lots, No. 1461, $1.66 
each; No. 1462, $1.66: No. 1561, $1.98: No. 
1562. $1.98; No. 1662, $2.35. 

Assortments.—No. D2, $35.98 each; No. 
D3, $42.25. 

Bolts and Nuts.—The recent mark- 
ing up of bolt and nut quotations by 
the jobbers here has stimulated busi- 
ness, and the market to-day is decided- 
ly more active than it was a year ago. 
In fact, some of the jobbers liken going 
business in this department to the “old 
war days.” Speaking of the situation, 
one of the leading jobbers says: “A 
marking up in prices was all that was 
needed to give the market sufficient 
push to start business along in splen- 
did shape. Now that buying has 
started in volume I think the trade as 
a whole expect business to continue 
good for many months.” There cer- 
tainly is no discounting the fact that 
people are now willing to buy, whereas 
only a short time back some of them 
were inclined to hold off in the hope of 
getting a lower quotation. 

We quote from Boston jobbers’ stocks: 
Machine bolts with H P nuts, % x 4-in., 
emaller and shorter cut threads, 50 and 10 
per cent discount; larger and longer, 50 
per cent discount; with C T D nuts, 50 ner 
cent discount; tap bolts, 15 per cent dis- 
count; add 10 per cent discount for hexagon 
heads; common carriage bolts, 50 per cent 
discount; Eagle carriage bolts, 60 and 10 
per cent discount; stove bolts, 75 and 10 
per cent discount; bolt ends, 50 and 10 per 
cent discount; tire bolts, 50 and 10 per cent 
discount 

Nuts, H P, all kinds, 2%c. off list: C PC 
and T, all kinds 2%c. off list: semi-finished 
hexagon nuts, %-in. and smaller, 75 and 
10 per cent discount; larger, 70 per cent 
discount; finished case hardened nuts, 60 
and 10 per cent discount: machine screws, 
nuts, fron, list; machine screws, nuts, 
brass, 25 per cent discount. 

Clippers.—No real good reason can 
be given for conditions, but the fact 
remains that here and there jobbers 
have put through quite a little busi- 
ness in toilet clippers since last reports. 
Possibly retail dealers, in certain in- 
stances, experienced a sudden and un- 
expected call due to warm weather, and 
discovered their stocks were smaller 
than usual. The buying has not been 
broad, to be sure. but sufficiently good 
to lend considerable encouragement to 
the jobbing trade. 


We quote from Boston jobbers’ stocks: 

Toilet Clippers.—Chicago Flexible Shaft 
A-1, $1.50 each; Khedive, $1; Pilgrim No. 
00, $1.10; Plymouth, No. 0, 95c., No. 00, 
$1.10; Success, No. 1, $1.50; No. 0, $1.65; No. 
00, $1.88; Capital, No. 1, $2.35: No. 00, $2.60; 
Andis, No. 0, 00 and 000, $2.75; American 
Gentleman, $1.50. list. 

Cooking Ware (Glass).—The way 
the demand for glass cooking ware 
hangs on is quite remarkable, accord- 
ing to jobbers. Retail dealers in vari- 
ous New England cities make it a prac- 
tice to watch the papers for announce- 
ments of engagements and marriages 
and utilize these as a means of drum- 
ming up business in cooking ware, with 
considerable success. Then, too, people 
going away for the summer, have been 
stocking up with many things, includ- 
ing cooking ware, and altogether 
things are moving along as well as the 
majority of the trade desire. New 
England is famous for its home-made 
pies, and glass pie plates probably are 
more extensively used than anything 
in this style of merchandise. 

We quote from Boston jobbers’ stocks’ 

Casseroles. — Round, deep, 1-qt., $1.50 
each; 1%4-qt., $1.75; round, shallow, 1-qt., 
$1.50; 1%-qt., $1.75; round, individual, 8-oz., 
70c., round, standard, 1-qt., $1.50, 
$1.75: oval, shallow, beefsteak, 1-qt., : 
1%-qt., $1.75; oval, standard, 1-qt., $1.50; 
1%-qt., $1.75. 

Pudding dishes.—Round, deep and round, 
standard, 1-qt., 85c. each; 1%-qt., $1; 2-at., 
$1.20; oval, shallow and oval, standard, 
1-qt., 85c. each; 114-qt., $1: 2-qt., $1.20. 

Baking dishes.—Oval. shallow, 9-oz., 40c 
each; 12%-0z., 55c.; 18%4-o0z., 60c. Indi- 
vidual pie dish, round, 6-o0z., 25c. each: 
8-0z., 30c.: 12-0z., 40c. 

Pans.—Bread, 90c. and $1.50 each; bis- 
cuit, 85¢c. and $1.25; cake, round, T5c., 
square, $1 and $1.50 

Pie plates.—Narrow rim, T75c. and 9%0c. 
each: wide flange, 50c. to $1.10 

Custard cups. — Round, 4-0z., 20ce. each: 
6§-0z., 25c.: oval, 5-oz., 30c.; French pattern, 
4-0z., 20c.: 6-oz., 25¢ 

Bean pots.-—- Round, $1, $1.75 and $2.50 
each. 

Terms.—Jobbers’ terms are 33'4 per cent 
off list. 


Cutlery.—The improvement in the 
demand for cutlery noted a week or 
two avo,has not only held but ex- 
panded. Some exceptionally good 
orders for such things as jack knives, 
kitchen knives, trimmers, ladies’ scis- 
sors, shears, etc., have come into this 
market the past week from Maine. 
Other New England states also are 
well represented in going cutlery busi- 
ness, but it so happens that Maine 
stands out a little more prominently 
than the others. Dealers in that State 
evidently are getting ready for the in- 
flux of summer visitors. Occasionally 
one finds a job lot of cutlery offered 
in the market, but generally speaking 
odd stocks have been well cleaned up, 
and the retail trade prefers standard 
goods. The impression of the average 
retail dealer seems to be that prices 
are about as low as they will be, this 
year at least, and that it is a good time 
to fill out some of those broken stocks. 

Drills and Reamers —In the foce of 
an improved demand for drills and 
reamers from users, the market for 
same has developed considerable weak- 
ness and irregularity in spots. Prices 
vary considerably, according to the size 
of the order under question. Perhaps 
more jobbers than not are quoting car- 
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bon drills at 70 and@ 10 per cent dis- 
count, but as high as 65 per cent is 
named by others. Again, one finds cer- 
tain jobbers quoting high speed at 40 
and 10 per cent discount, and others 
50, 10 and 5. The 70 and 10 per cent 
discount on carbon drills certainly is 
larger than noted before in years and 
possibly ever. Before the war there 
was a time when they were quoted at 
65, 10, 10 and 5 per cent discount, 
which figures out just under the 70 and 
10 discount. It is equally as certain 
that certain manufacturers of standard 
drills are selling goods below cost. The 
situation to-day appears quite mixed, 
but possibly will iron itself out before 
long. 


We quote from Boston jobbers’ stocks: 

Drills—Carbon, sizes up to 1%-in., 
tapered and straight shank, 70 and 10 per 
cent discount; bit stock drills, 60 and 5 per 
cent discount; center drills, 65 and 5 per 
cent disccunt; drills and countersinks com- 
bined, 30 per cent discount; ratchet drills, 
35 per cent discount; wood boring bracs 
hits, 50 per cent discount; high speed drills, 
50 and 10 per cent discount; jobbers, letter 


and number sizes, 50, 10 and 5 per cent 
liscount. 

Reamers. — Bit stock, 30 per cent dis- 
count; bright square and T S standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per 


cent discount; escutcheon pins, 45 per cent 
discount; small fluted rose and _ socket 
teamers, 20 per cent discount. 


Cotter Pins.—A majority of the job- 
bing firms in Boston have advanced 
quotations on cotter pins 10 per cent 
or more to balance new lists put out re- 
cently by the manufacturers. The de- 
mand for cotter pins is very good, all 
things considered. 

Freezers.—Several real hot days 
have served to speed up retail sales of 
ice cream freezers, according to the 
retail trade. A majority of the dealers 
have an ample supply, not only of 
freezers, but parts as well to satisfy 
going public wants. There are, how- 
ever, others less fortunate, as incoming 
orders noted in the jobbing market 
attest. 

We quote from Boston jobbers’ stocks: 

Freezers.—White Mountain, 1-qt., $4.85 
list: 2-qt.. $5.65; 3-qt.. $6.75: 4-qt., $8.25; 
6-qt., $10.45; 8-qt., $13.50; 10-qt., $18; 12-qt., 
$21.55; 15-qt., $25.60; 20-qt., $33.20; 25-qt., 
$42.60 

Arctic, 1-qt., $4 list; 2-qt., $4.60; 
$5.55: 4-qt., $6.80; 6-qt., $8.66; 8-qt.. 
16-qt., $14.80; 12-qt., $16.65; 15-qt., 
20-at., $30. 

Jobbers discount, 50 per cent 
or factory 

Galvanized Ware.—Coal hods and 
ash cans naturally are not selling at 
this time of the year, but pails, tubs 
and garbage cans, and other galvanized 
ware are enjoying a very good call for 
summer. Individual orders booked are 
not large, but there are quite a few 
of them every day. Prices are reported 
as firmer than they have been before 
in many months. 


3-qt., 
$11.10; 
$ 


323.30; 


from store 


We quote from Boston jobbers’ stocks: 

Ash Cans.—Galvanized, No. 04118, $2.75 
each; No. 109, $4.25 each. 

Coal Hods.—Japanned, with wood han- 
dies, 15-in.. $3.90 per doz.; 16-in., $4.24; 
17-in.. $4.64: galvanized, with wood han- 
Ales, 15-in.. $5.40; 16-in., $5 95; 17-in., $6.40; 
18-in., $6.90. 

Pails. Fight-at., $2 per dozen; 10-qt.. 
$2.20: 12-qt.. $2.25: 14-qt., $2.80: heavier 
pails, 40-Ib, to the doz., $3.66; 50-lb. to the 
doz., $4.70 

Tubs. — Galvanized, No. 200, $10.54 per 
doz.; No. 300, $11.75. 

Garbege Cans.—Galvanized, No. 1, $1.68 


No. 2, $1.48: No. 4, $1.08. 


per doz.; 
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Hack Saws.—While the demand for 
hack saws from users is better than it 
was a year ago, and running well ahead 
of records for three months back, job- 
bers are meeting considerable competi- 
tion among themselves for going busi- 
ness. It is reported that 40 per cent 
discount is being given for gross lot 
orders and larger, whereas the general 
discount is 30 and 10 per cent. 


We quote from Boston jobbers’ stocks: 
Hack Saws. — Siandard makes, in full 
packages, 334% to 35 per cent discount; 


broken packages, 25 per cent discount; 
stock in gross lots or larger, 30 and 10 per 
cent to 40 per cent discount 

Iron and Steel.—A decided undertone 
of optimism exists in the jobbing iron 
and steel trade. First, business is in- 
creasing quite fast and weekly ship- 
ments are running into _ sizable 
tonnages. Second, some of the mills 
are not quite certain they can make 
deliveries on certain sizes wanted. 
And third, the question of higher 
prices within the near future is in the 
mind of the average jobber. Certain 
houses have found it necessary to put 
on additional trucks in order to keep 
up with demands for quick deliveries. 
The buying comes from a constantly 
widening range of consumers. 

We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.50% per 100 lb. base; 
best refined iron, $4.25; Wayne Iron, $5.50; 
Norway iron, $5.50. 

Steel.—Soft steel bars, $2.501%4 per 100 Ib. 
$3.15} concrete bars, plain. 

2 6; angles, channels and 
beams, $2.50%: tire steel, $3.85 to $4.25: 
open-hearth spring 


steel, $5 and $5.50: 
steel bands. $3.001% to $3.53: steel hoons, 
$3.41%; cold rolled steel, $3.20 to $3.70; 
toe calk steel, $5. 

Lawn Mowers.—Retailers in quite a 
few cases say lawn mowers are coming 
into their own at last. At the same 
time it is pointed out that the number 
of mowers brought into stores for re- 
pairs is larger than usual. A lawn 
mower is like any other kind of ma- 
chine. In time it wears out beyond 
repair, and public users in a large num- 
ber of instances have discovered it is 
up to them to invest in a new mower 









this season. / 

We quote from Boston jobbers’ stocks: 

Lawn mowers, low grades, 14-in., $5.50 
each; 16-in., $5.75; 18-in, $6.25. Medium 
grade, ball bearing, 16-in., $8 each; 18-in.. 
$8.38. High grade ball bearing, five-blade, 
14-in., $12; 16-in., $13; 18-in., $14; 20-in., 
$15. 


Rivets —Jobbing quotations on all 
kinds of rivets are reported as strong 
with the undertone, if anything, up- 
ward. The demand for this class of 
hardware naturally has come ahead 
wonderfully well during the present 
building boom through New England. 
The market to-day easily is more ac- 
tive than at any previous period in the 
past eighteen months. 

We quote from Boston jobbers’ stocks: 


Rivets.—Structural. button head, 2 to 
5-in. long, %-in. and larger, $4.25 per keg; 


%-in. and }}-in., $4.40; %-in., $4.75; 1 to 
2-in. long, %-in. and larger, $4.50; %%-in. 
and }}-in.. $4.65: %-in., $5. Cone head, 
boiler quality. 2 to 5-in. long, %-in., and 
larger, $4.35; 5:-in. and j}-in., $4.59; %-in., 
$4.85: 1 to 2-in long, %-in. and larger, 
$4.60; %-in, and j}-in., $4.75: %4-in., $5.10. 


Iron rivets, small, 60 per cent discount. 
Rules and Levels.—One of the lead- 
ing New England makers of rules and 
levels is out with a new list which 
shows a slight decline in some styles 
of rules. Quotations on levels remain 
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as heretofore. Jobbers here have been 
given to understand that the lower 
prices on rules are based on reduced 
raw material costs. The demand for 
both rules and levels is normal, and 
local stocks are in fairly good condi- 
tion. 

We quote from Boston jobbers’ stocks: 

Levels.—Stanley Rule & Level Co. line, 
No. 44, bit, 36c. each; No. 41 pocket, $1.61 
per doz.; No. 31, 24%-in., hexagon, 34c. each: 
No. 39%, mechanics, 60c. each; No. 36, 12- 
in., metallic, $1.75 each. 


Sash Cord.—With raw spot cotton up 
around 21 cents a pound it does not 
seem probable that sash cord values 
will be any lower for some time. Judg- 
ing from the volume of incoming busi- 
ness, many of the retail hardware trade 
in this territory are of the same opin- 
ion. To be sure, however, the building 
boom has had considerable to do with 
the bigger movement of sash cord out 
of local stocks so far this season. But 
people appear to be getting all ideas of 
lower prices out of their head. 


We quote from Boston jobbers’ stocks: 
Sash Cord.—Acme, braided, No. 6, 4c 
per Ilb.; No. 7, 38c., No. 8, 9, 10 and 12, 37: 


Cheaper grades, No. 7, 36c. per Ib., No. §. 
35c. Sampson spot, No. 7, 64c. per Ib., No 
8 and larger, 63c. 


Saws.—The Diston interests have 
notified the local jobbing trade of a 
slight decline in prices on some lines. 
The retail dealer should not get it con- 
fused in his mind that the company’s 
whole list has changed, for the revision 
concerns a comparatively small num- 
ber of items. 

Screens and Doors.—A large amount 
of screen and door stock is being moved 
out of Boston jobbing houses daily. 
Prices for this class of merchandise ap- 
parently have settled down to a steady 
basis, and the buying to-day rings of 
confidence. Fly time is about here with 
us, and there are thousands of doors 
and screens throughout New England 
that need replacing. Some of the 
hustling retail hardware dealers are 
having success in locating numbers of 
these. 

Screws.—Jobbing quotations on 
screws are unchanged, but there is a 
strong undercurrent of feeling running 
through the trade that the market is 
likely to advance before long. It ap- 
pears that manufacturers of various 
kinds of screws have been marking 
up prices, but jobbers so far have re- 
frained from taking similar action due 
to the keen competition for business. 
Incoming orders are showing a sizable 
increase each week now, which ac- 
counts in a large measure for the feel- 
ing expressed by jobbers regarding 
prices. 

We quote from Boston jobbers’ stocks: 

Wood Screws.—Iron, bright, flat, 82% and 


20 per cent discount print; flat head blued, 


82% and 20 plus 5 per cent discount, 
round head blued, 80 and 20 per cent dis- 


count; flat head brass, 77% and 20 per cent 


discount; round head brass, 75 and 20 per 
cent discount; flat head galvanized, 67)» 
and 20 per cent discount; round head 
nickel. 70 and 20 per cent discount. 
Machine Screws, etc.—Coach screws, 5!) 


and 10 per cent discount; set screws, in- 
cluding headless, 75 and 10 per cent dis- 
count; cap screws, square and hexagon, 
75 per cent discount; fillister, 40 and 19 
per cent discount; flat 30 per cent discount: 
button head, 20 per cent discount, lag 
screws, 50 per cent discount: iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 
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flat and round head brass, 40. per cent dis- 
count; fillister, 35 per cent discount. 


Shovels.—The movement of. steel 
shovels, forks, spades, etc., is excel- 
lent, according to the average jobbing 
house here. Retail stocks, in quite a 
large number of instances, must have 
been badly broken. Public buying is 
exceeding retail expectations, and some 
orders being received by jobbers are 
accompanied by requests for hurry 
shipment. So far the wholesale firms 
have done well in the matter of de- 
liveries, considering the congestion of 
shipping rooms each day. 


Step Ladders.—More step ladders 
were sold in May than in any previous 
month since 1920, say some of the job- 
bers. So far this month there has been 
no letup in the movement out of local 
stocks. 


Traps.—Manufacturers of game 
traps are out with new price lists for 
the next season, which show a moderate 
decline all around. Because of the fact 
that game traps are out of season, 
jobbers here have not adjusted their 
prices as yet, but assure us they will 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, June 5. 

Te 10 per cent reduction in freight 

rates authorized by the Interstate 
Commerce Commission, which goes into 
effect on July 1, means that shipments 
on all kinds of iron and steel products 
will be held up as much as possible until 
that date, so that the volume of ship- 
ments this month will show a falling off 
as compared with May, which was one 
of the best months in this respect that 
the steel trade has had in a very long 
time. The general opinion is that the 
freight rate reduction should have been 
heavier, but the one made will help 
considerably and will mean reductions 
in costs to the steel mills and other 
manufacturing plants. The wage reduc- 
tion in railroad labor is being opposed 
by the men and a strike vote is being 
taken, but no serious trouble is ex- 
pected. 

The coal strike is now two months 
old, and while there was some incon- 
venience to large coal consumers when 
it started, this has steadily diminished 
and is growing less from day to day. 
It is a question of how long the miners 
can hold out, but they have no possible 
chance to win it. The strike was lost 
the day it started, and the miners, who 
were badly advised by their leaders, 
now realize this. The output of coal 
is steadily getting larger, the produc- 
tion for last week having been over 
5,000,000 tons, the largest output in any 
one week since the strike started. The 
price of coal has been fixed at $3 per 
ton at mines, but a hearing is to be 
had in Washington in a few days, and 
possibly a lower price may be fixed. 

Steel production is showing small but 
steady gain. The average rate of oper- 
ations is 70 per cent, and this was about 
the rate at which the steel mills were 
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do so before the close of another week. 

Washers.—With bolts and nuts mov- 
ing out of stock in good volume it is 
but natural that an improvement in 
the call for washers is noted. The 
market is a long way from active, but 
sufficient business has been confirmed 
the past fortnight or so to make a con- 
siderable impression on local stocks. 
These stocks, not so far back, were 
considered excessive. To-day the aver- 
age jobber is wondering if he has 
sufficient or if it would not be a good 
plan to get in more. Prices are re- 
ported as very firm. 

We quote from Beston jobbers’ storks: 

Cast washers, %-in. and smaller, 5c. 
per lb.; larger 4%c. per Ib.: cut washers, 
200-Ib. kegs, list less $4 per keg; malle- 
able washers, 15c. per Ib. 

Window Netting.—This department 
in the shelf hardware market shows 
more life than it has for a long time. 
Certain it is that sales are materially 
exceeding those for the corresponding 
period last year. 


We quote from jobbers’ stocks: Cellar 
windows netting, galvanized hardware 
grade, three-mesh, 5c. base. 


Wire Cloth.—The big bulk of the 
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running when the strike started. Were 
it not for the high prices of coal and 
coke, due to the strike, quite a few 
blast furnaces and also some manufac- 
turing plants would have started up be- 
fore this. Some of these plants will get 
going this month, so that when July 1 
comes the rate of operations will be 
higher than on June 1. 

Price changes in heavy iron and steel 
in the week were unimportant. Interest 
centers on what prices the Steel Cor- 
poration interests will fix on sheets, tin 
plate and wire and wire nails for the 
third quarter of this year, but as yet no 
announcement has been made. The 
general idea is that prices now in effect 
will also prevail over the third quarter, 
the Steel Corporation’s prices on tin 
plate being $4.75 per base box, sheets 
2.40 cents for blue annealed, 3.15 cents 
for 28-gage black, 4.15 cents for 28- 
gage galvanized, $2.40 base for wire 
nails, and 2.25 cents for plain wire. 
Most of the independent mills are quot- 
ing prices from $2 to $3 per ton higher 
than the above, but the bulk of the 
business in these products has been 
done at the above prices, and a good 
deal of tonnage has been sold for the 
third quarter at these prices. It should 
be carefully noted that the prices named 
above are minimum at the mills and are 
named only for carload and larger lots, 
the usual advances being charged by 
jobbers for small lots from store. 

The local hardware trade seems to be 
getting its full share of the better con- 
ditions in general business, jobbers all 
reporting that their May business 
showed a nice increase over April, and 
was also better than in May of last 
year. There is still some hesitancy on 
the part of the local hardware trade to 
anticipate needs, but this is due to the 
fact that they do not expect any trouble 
in getting fairly prompt shipments of 
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wire cloth that will be sold over retail 
hardware counters this season was pur- 
chased from jobbers and manufactur- 
ers some time back. The small hard- 
ware dealer, who felt unable to antici- 
‘pate business, is now a factor in the 
local market and no mean factor at 
that. For daily shipments are far 
ahead of anticipations and the end is 
not in sight as yet. Prices on wire 
cloth are said to be very strong. 

We quote from Boston jobbers’ stocks: 

Wire cloth.—From store, 12-mesh, 24 to 
48-in., $2.25 per 100 ft., 18-in. to 22-in., 
$2.35; 14-mesh, 24-in. to 48-in., $2.40, 18-in 
to 22-in., $2.50. 

Wrenches.—Drop forged wrenches of 
well known makes are enjoying a good 
call, largely from retail hardware deal- 
ers maintaining automobile accessory 
departments and from garages. Pipe 
and monkey wrenches apparently are 
beginning to move out of stock in nor- 
mal fashion, something that has not 
been noted by the jobbing trade in many 
months. 


We quote from Boston jobbers’ stocks: 
Drop forged wrenches, 40 per cent dis- 
count; agricultural wrenches, 60 and 10 
per cent discount. 


goods on which they are allowing their 
stocks to remain light. This may be all 
right in the cases of some goods, but in 
others there may be a serious delay in 
shipments later. Right now some goods 
are very slow in delivery, among these 
being wire cloth, poultry netting, wire 
nails, small pipe and sporting goods. It 
is a fact that on baseballs and uniforms 
some makers are six to eight weeks 
back in shipments, and are not catch- 
ing up to any extent. 

Price changes in the past week have 
been only nominal. A few slight reduc- 
tions on some goods have been made, 
but the general market is strong. Local 
jobbers have made slight advances in 
builders’ hardware, due to higher prices 
being named by some of the hardware 
manufacturers. Some lines of painters’ 
supplies are higher, notably linseed oil, 
which has had another sharp advance. 
Prices on plate and window glass are 
low, due to sharp competition among 
the makers. The paint business is 
heavy, away beyond what it was at this 
time last year. 

Automobile Accessories.—Continued 
fine weather is responsible for a good 
business in accessories, the demand for 
which is heavier now than for many 
months. All indications are that this 
year will be a notable one in the build- 
ing and sales of cars, also in sales of 
accessories. Prices are firm. 

Local jobbers quote from stocks, f.o.b 
Pittsburgh, as follows: Miller Falls No. 
145 jacks, $4.75. Reliable jacks, No, 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf spark 
plugs, 96c. each for all sizes in lots less 
than 50; Champion X spark plugs, 45c. each 
for less than 100 and 43c. each for over 
100; Champion regular, 53c. each for less 
than 100, all sizes 50c. each for over 100 

Axes.—The rumor referred to in our 
report last week of a reduction of 50 
cents per doz. in prices of axes has been 
confirmed. Two leading makers have 
sent notices to their trade of a cut of 
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50 cents, one taking effect on May 20 
and the other on May 28. Local job- 
bers have revised their prices accord- 
ingly. 

Local jobbers are now quoting as fol- 
lows: Handle axes, 344-lb. to 4¥4-lb., $20.80 
doz.; 4-Ib. to 5-lb., $21. 40; 3%4-lb. to 444-Ib. 
No. 1, oval handles, $13. 50; Miners, polished 
and blued, 31%4-lb. to 4-lb. No. 1, oval 
handles, $10. 90. Unhandled axes, 3%4-lb. to 
414-lb., $11.50; D. B. Mich., 314-lb. to 4%- 
Ib. $16.30° D. B. Mich., 4-Ib. to 5-Ib., $16.90. 

Bolts and Nuts.—The demand is re- 
ferred to as being better than for some 
time, and the recent advance in prices 
is holding firm. Jobbers say they are 
having quite a good business in nuts 
and bolts, and some had good-sized 
stocks on hand before the advance was 
made. Discounts in large lots to job- 
bers are as follows: 

Carriage bolts: % x 6 in. shorter and 
smaller, rolled thread, 65-5 per cent; % x 6 
in. shorter and smaller, cut thread, 60-5 per 
cent; larger or longer than % x 6 in., 60-5 
per cent. Machine bolts with h.p. nuts: 
34 x 4 in. shorter and smaller, rolled thread, 
65-10-5 per cent; % x 4 in. shorter and 


smaller, cut thread, 65-5 per cent; larger 
or longer than % x 4 in., 65-5 per cent. 
Machine bolts with c.p. nuts, all sizes, 60 
per cent. Lag screws, 65-10 per cent. Bolt 
ends with h.p. nuts, 65-5 per cent. Blank 
bolts, 65-5 per cent. Tap bolts, 30-10 per 
cent. Rough stud bolts with nuts, 50-10 per 
cent. Hot pressed square and hexagon nuts, 
blank and tapped, $4.75 off list. Cold 
punched C & T square and hexagon nuts, 
blank and tapped, $4.75 off list. Semi- 
finished nuts: 9/16-in. and smaller, 80-10-5 
per cent; %-in. and larger, 75-10-5 per 
cent; f.o.b. Pittsburgh, Pa.; terms, 30 days 
net or 1 per cent for cash in 10 days. 
Rivets, 7/16-in. diameter and smaller, 70- 
10-10 per cent. Rivets, %-in. diameter and 
smaller: Structural, $2.25 per 100 lb. base; 
boiler, $2.35 per 100 lb. base; f.o.b. Pitts- 
ourgh, Pa.; terms, 30 days net or % of 1 


per cent for cash in 10 days. 

The above discounts are named only on 
very attractive orders, jobbers charging the 
usual advances for small lots from stock. 


Field Fence—tThere is still a very 
heavy demand, jobbers stocks being 
badly depleted and deliveries by the 
makers are very slow, as they are all 
sold ahead for some time and are back 
in shipments. Makers say they are 
having trouble in getting deliveries of 
wire from the mills, and for this rea- 
son they are unable to catch up on their 
orders. Prices are strong, but there 
will be no changes this year, as the 
season demand is drawing to a close. 


Local jobbers continue to quote field fence 
at 68 per cent off in carload lots, and 66 
per cent off list in lots less than 1000 rods, 
f.o.b. Pittsburgh. 


Folding Rules.—The Lufkin Rule Co., 
Saginaw, Mich., and the Stanley Rule & 
Level Co., New Britain, Conn., have an- 
nounced a reduction of 5 to 10 per cent 
on their line of folding rules. Leading 
numbers of boxwood rules have been 
reduced about 5 per cent. 

Builders’ Hardware.—We have stated 
a number of times in our reports that 
the demand for builders’ hardware was 
very urgent, due to the active building 
season all over the country and that an 
advance in prices was likely to come at 
most any time. Several makers have 
in the past week announced a slight 
advance on some lines of builders’ hard- 
ware, but local jobbers say they have 
not received the new discounts, the re- 
ported advance said to range from 7% 
to 10 per cent, but was not made on all 


lines, largely only on the cheaper 
grades. We hope next week to give 
the new discounts. 


Game Traps.—These goods are now 
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in season, and the Oneida Community, 
Ltd., has issued: prices for traps for 
this year, which are somewhat lower 
than last year. 

Local jobbers quote: No. 0 traps with 
a. $1.53; No. 1, with chain, $1.83, and 

. 1%, with chain, $2.75 each. 

vty Cream Freezers.—The demand so 
far this season has been active, much 
heavier than last year, and dealers say 
their stocks of freezers, put in some 
time ago, are moving out freely. Prices 
are firm. 


Local jobbers quote: hapeaiee. 3-qt., $3; 
4-qt., $3.60, and 6-qt., 50 each. They 
quote White Mountain, 3. -at., $3.40; 4-qt., 


$4.15; 6-qt., $5.25 each. 


Iron and Steel Bars.—All the mills 
that roll steel bars are filled up for 
some time ahead, and some are abso- 
lutely refusing to take on new orders 
until more is known as to how long the 
coal strike will last. The absolute 
minimum price on steel bars in carload 
lots at mill is 1.60 cents, but some mak- 
ers who are not anxious for new busi- 
ness are quoting as high as 1.75 cents 
at mills. The demand for reinforcing 
bars for building purposes is quite 
heavy, due to the activity in the build- 
ing trades all over the country. Job- 
bers’ stocks are running low, due to the 
heavy demand they are having, and 
slow deliveries by the mills. 


Local jobbers now quote steel bars rolled 
from billets at 1.75c. to 2c., depending on 
the order; reinforcing bars rolled from 
billets. 1.75c. to 1.90c. base; reinforcing bars 
rolled from old rails, 1.65c. to 1.75c.; refined 
iron bars, 2c. to 2.25¢c., the higher prices 
being for large lots, and the lower for small 
lots. 


Lawn Mowers.—Local jobbers report 
a continued heavy demand, especially 
for the higher grades of lawn mowers, 
buyers realizing that it is economy to 
buy a good mower rather than a cheap 
one that will not give good service and 
will not last. Some of the makers of 
the more popular lawn mowers say they 
are filled up with orders for all the 
lawn mowers they can make over the 
remainder of this year. 


competition mowers 


Jobbers quote 14-in. 
nowers, 9-in. 


at $5.50 each; ball-bearing 
wheels, three 16-in. blades, $8 each; 10-in. 
wheels, four 16-in. blades, $10 each: 10-in. 
wheels, four 18-in. blades, $10.50 each; and 
triple train gear, 18-in. knives, $15.50 each. 

Garden Tools—The demand is still 
very active, retail sales being heavy, 
but the active season will close in a 
short time. A heavy demand for hay 
forks is looked for later, because of the 
heavy hay crop reported all over the 
country. 

Ice Skates.—Orders for fall delivery 
have not yet started to be placed, but 
will no doubt come out later. Prices 
this year are somewhat lower than last 
year. 

Jobbers quote Union Hardware Co. hockey 
skates as follows: No. 9 hockey, $1.90 pair; 
No. 424%, $1.25 pair: No. 924%, $2.30 pair; 
No. 424%. ladies’, $1.50 pair; No. 924%, 
ladies’, $2.75 pair. 

Painters’ Supplies —A _ large local 
house reports that its sales of paint 
and supplies in May were the heaviest 
in any similar month in its history and 
also were about 25 per cent larger than 
in May of last year, in spite of the fact 
that prices on an average are at least 
25 per cent lower than last year. De- 
mand for all grades of paints and sup- 
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plies is still very active, this being good 
evidence that the campaign of “Save 
the Surface and You Save All” has 
done fine work. Local jobbers quote 
from stocks as follows: 


Raw linseed oil, 1 to 4 bbl., $1 per gal. 
Boiled linseed oil, 1 to 4 bbl., $1.10 per gal. 
Turpentine, $1.10 per gal. in bbl. Denatured 
alcohol, in bbl., 50c. per gal. Strictly pure 
white lead, 100-Ib. kegs, 12%c. per : 
10 per cent off in 500-lb. lots. Dry paste 
in bbl., 5%c. per lb. Pure white shellac, in 
gal. cans, $4.50 per gal. Pure orange shel- 


lac, 4-lb. goods in gal. cans, $4 per gal. 
English Venetian red, in 100-lb. lots, 4c. 
per lIb.; 500-lb. lots, 4c. per Ib. Ready 


mixed paints of high quality, $2.60 per gal. 
Inside varnish, $3.15 per gal. Outside var- 
nish, $4.10 per gal. 


There is severe competition for or- 
ders among makers of plate glass and 
jobbers are now quoting from stocks at 
85 per cent off list. This is also true 
of window glass, on which prices are 
low. Jobbers quote single strength at 
86 per cent off list; double strength A, 
86 per cent off list; double strength B, 
87 per cent off list. 

Shafting.—Under date of May 31 the 
Cumberland Steel Co., Cumberland, 
Md., makers of Cumberland ground steel 
shafting, announces an advance in 
prices. This concern is now quoting 
Cumberland ground steel shafting at 
$2.50 per 100-lb. base, in carloads; $2.75 
per 100-lb. base in less than carloads; 
plus the usual shafting extras, f.o.b. 
cars Cumberland, Md. 

It should be noted that the above 
prices apply in large lots, and in small 
lots from stock jobbers charge the usual 
advances. 

Railroad Spikes.—For some time the 
demand for railroad spikes has been 
heavy and makers are filled up for sev- 
eral months ahead. The Baltimore & 
Ohio Railroad has an inquiry in the 
market for 5000 kegs of standard rail- 
road spikes, and this order is expected 
to be placed with local makers in the 
near future. Prices on track equip- 
ment in large lots are firm and are now 
as follows: 


ae, 9/16 in. and larger, base, per 100 
$2.25; we: % in. and smaller, base, 
rood 100 Ib., 50; spikes, boat and barge, 
base, per 100 “Ib., $2. 50; track bolts, base, 
per 100 Ib., $3; tie plates, base, per 100 Ib., 
$1.75; angle bars, base, per 100 Ib., $2.40. 


For small lots from stock the usual 
advances are charged. 

Steel Pipe—As noted in our report 
last week, the demand for small pipe 
for building purposes is active and 
prices are firm. Mills are considerably 
back in orders and prices as adopted 
by all the leading mills on Dec. 15 last 
year are holding firm. Local jobbers 
say they find it hard to keep their 
stocks of small sizes of steel pipe com- 
plete, owing to the active demand. They 
are quoting to their regular customers 
as follows: 





Black Galv. Black Galv. 
| Si FAA $5.30 $7.56 
2.60 , rer 7.16 10.22 
2.60 $4.33 1%..... 8.57 12 23 
3.22 4. eS ere 11.52 16.45 
h braihvese 4 Bae viccas “Re 


% 3.8 5.38 18.23 
Above prices per 100 ft., f.0.b. Pittsburgh. 
Tin Plate—tThere is nothing new to 

report on this product this week. The 

demand is still very urgent, the tin 
plate mills operating close to 90 per 
cent of capacity, and yet are consider- 
ably back in shipments. None of the 
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tin plate mills has made announcement 
of prices on tin plate for third quarter 
and last half delivery, but it is under- 
stood some orders have been placed for 
that delivery at $4.75 per base box, this 
being the regular price in carload lots, 
the usual advances being charged by 
jobbers for small lots out of stock. 
Twist Drills—The Cleveland Twist 
Drill Co. and the Standard Tool Co., 
both of Cleveland, Ohio, have announced 
a reduction of about 10 per cent on 
blacksmith and straight shank drills. 
Wire Products.—Not much new to re- 
port in wire products. The demand is 
fairly heavy, but large buyers do not 
seem anxious to anticipate future needs. 


Office of HARDWARE AGB, 
604 Mercantile Library Bldg., 
Cincinnati, Ohio, June 3. 


TT hardware trade in general is at 

present enjoying good business. 
The month of May with most jobbers 
and dealers ran well ahead of any 
month this year, and the indications are 
that the year as a whole will be as 
profitable a one as has ever been en- 
joyed. 

Reductions in freight rates to be 
effective July 1 are expected to have a 
stimulating effect on the business situ- 
ation generally, and this of course will 
be reflected in the hardware trade. 

The month of May in the building 
construction field was the biggest ever 
experienced in Cincinnati. Permits for 
over $4,000,000 worth of building were 
issued by the city building inspector, 
most of these being for dwellings. 
What this means to the hardware trade 
can easily be seen in the amount of 
builders’ hardware, bathroom fixtures, 
cooking ranges, and household furnish- 
ings that have been and will be used. 

The price situation is very firm and 
it is the general opinion that prices are 
very well stabilized. A local jobber re- 
ports that during the past ten days he 
has only made two price changes, both 
of them being in the nature of ad- 
vances. With the advancing tendency 
of the steel market, however, the trade 
would not be surprised if prices on gen- 


eral hardware were to move along in- 


sympathy. 

Perhaps the best feature of the trade 
is the manner in which retail dealers are 
discounting their bills. A local jobber 
reported that 97 per cent of his custom- 
ers were discounting their bills. In the 
mill supply line, however, collections 
are reported to be rather slow. 

Axes.—Manufacturers of axes have 
made a reduction of 50 cents per dozen, 
the object apparently being to induce 
jobbers to place orders for their future 
requirements. Local jobbers have made 
no changes, however, in their quota- 
tions. 


Automobile Accessories.—The de- 
mand for automobile accessories con- 
tinues heavy, seasonable articles, of 
course, being in the greatest demand, 
and both city and country dealers are 
placing orders freely. Local jobbers 
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The independent mills are still quoting 
prices on wire nails and other wire 
products about $2 per ton higher than 
are being quoted by the leading inter- 
est, this being the American Steel & 
Wire Co., which is still quoting wire 
nails to its regular trade at $2.40 base, 
and plain annealed wire at $2.25 per 
100 lb. The reduction of 10 per cent in 
freight rates, which goes into effect on 
July 1, will likely lessen shipments of 
wire products during June, as all buy- 
ers who can will have shipments held up 
until July 1 or later, in order to take 
advantage of the freight rate reduction. 
Jobbers say that wire and wire nails 
are moving out promptly from stock, 
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report some difficulty in securing cer- 
tain accessories, as factory output is 
not sufficient to keep up with the de- 
mand. Frices are holding up well and 
no changes of importance are reported. 

Bathroom Fixtures—The number of 
new dwelling houses being erected has 
created quite a demand for bathroom 
fixtures and local dealers’ sales as a 
consequence are entirely satisfactory. 
There have been no price changes re- 
cently and none are expected to develop 
for some time. 

Builders’ Hardware.—The demand 
for builders’ hardware continues to be 
exceptionally good and the number of 
new buildings being erected and in con- 
templation indicates that the demand 
will continue throughout the summer. 
No price changes have recently been 
made. 

Bolts and Nuts.—Further advances in 
prices of bolts and nuts are expected 
to be made in the near future. Some 
manufacturers have already announced 
new prices, but local jobbers have made 
no changes within the past fortnight. 
The demand continues good. 


We quote from Cincinnati jobbers’ stocks: 
Machine bolts, small sizes, 65 and 10 off; 
large sizes, 60 and 10 off; carriage bolts, 
small sizes, 60 and 5 off; large sizes, 50 
and 10 off; stove bolts, 80 off; semi-finished 
nuts, 9/16 and smaller, 75 and 10 off; 
larger sizes, 70 and 10 off. 


Drills.—The demand for carbon and 
high speed drills continues fairly good. 
Prices are unchanged. 

Cincinnati jobbers quote carbon drills 65 


and 5 off; high speed drills, 50 and 5 off. 

Eaves Trough and Conductor Pipe.— 
With favorable weather for outdoor 
work and the large number of new 
buildings being erected, sheet metal 
contractors are exceptionally busy and 
this has caused a heavy demand for 
pipe. One local jobber reported his 
sales during the past week as the 
heaviest for any similar period in the 
last three years. With advancing prices 
on sheets, it is expected that prices on 
pipe will be slightly higher in the near 
future. Local jobbers, however, have 
made no changes as yet. 


We quote from Cincinnati jobbers’ stocks: 
28-gage, 5-in. eaves trough, $4 per 100 ft.; 
28-gage, 3-in. corrugated conductor pipe, 
$4.25 per 100 ft.: 3-in. corrugated conductor 
elbows, $1.51 per doz. 


Farming Tool Handles.—The demand 
for farming tool handles keeps up 
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and they are having some trouble in 
keeping stocks of wire nails complete. 

Jobbers quote from stocks, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over the price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire. 
$3.25; galvanized fence staples, $3.25; 
painted barbed wire, $2.75: polished fence 
staples, $1.75: cement coated nails, per 
count keg, $2.25 to $2.35; these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 


69% per cent for 1000-rod lots. and 66 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. 


steadily, and with unchanged prices, 
local jobbers are expecting the season 
to be a fair'y profitable one. 

Files.—Local jobbers report the de- 
mand for files as showing a steady im- 
provement and with increased opera- 
tions in manufacturing plants a fair 
movement is expected. It is reported 
that prices on files will soon show a 
slight reduct’on, but no intimations have 
been received by local jobbers as to 
wkat the new prices will be. 


Cincinnati jobbers quote files at 60 and 5 
to 70 off. 


Garden Tools.—The demand for gar- 
den too's continues to be very good, at 
unchanged prices. 

Glass.—The situation in local job- 
bing circles is somewhat uncertain at 
the present time and prices are inclined 
to fluctuate a great deal. The demand 
for glass, however, is heavy and local 
jobbers expect it to continue so. While 
there have been no changes recently in 
manufacturers’ prices, local jobbers 
have made some reductions in prices. 
An early advance, however, is antici- 
pated. 


Cincinnati jobbers quote: Single strength 
A, 87 per cent discount; double strength A, 
88 per cent discount. 


Galvanized Ware.—There is a good 
demand for galvanized ware. Garbage 
cans in particular are moving very well. 
Prices are firm and unchanged. 

Garden Hose.—Sales of garden hose 
are keeping up splendidly and jobbers’ 
stocks are rapid'y being depleted. 
Prices are firm and unchanged. 


We quote from Cincinnati jobbers’ stocks 
Molded hose, in 500-ft. coils, ™%-in., &8%e 
per ft.; %-in., 9¥%c. per ft.;: %-in., 10%c 


per ft.; %-in., 6-ply, in 50-ft. coils, 10\%c 
per ft.; %-in., 6-ply, in 50-ft. coils, 12\%4c 
per ft. 


Ice Cream  Freezers.—Ice cream 
freezers are moving very well and some 
jobbers have been forced to replenish 
their stocks in order to take care of 
their trade. Prices are firm and un- 
changed; some local jobbers quoting ice 
cream freezers at 50 and 5 off. 

Lawn Mowers.—While the season is 
practically over as far as the manufac- 
turers are concerned, local jobbers re- 
port the demand still insistent. Stocks 
are rapid’y disappearing. There have 
been no price changes and none are ex- 
pected to develop until the new ones are 
announced some time in the fall. 
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Iron and Soft Steel Bars 





Bow Annealed—Black 


HARDWARE AGE 


Current Metal Prices—June, 5, 1922 


Tin Plates 





June 8, 1922 


Babbitt Metal 


and Shapes Soft Steel Bright Tin Best grade, per afte . 75¢ 
Bars: Per Ib Ch. teen Gente, Grege | Sommweclel ge vee ie ee 
Refined Iron, base price.. 2.48¢ One Pass, Pipe Sheet ~ 4 
Swedish Bars, base price.. 7.00¢ Per tb, Per Ib. Ces eeere Antimony 
ee ap bi lial Nos. 18 to 20..4,00 to 4.15@..... 1432014820 AME sccscvrecves vores BK QTE 
Soft steel bars, base price.. 2.48¢ Nos. 22 and 24..4.05 to 4.20@3.35¢ IO wcsccces $10.00 $ 8.50 
Hoops (base price) ........ 3.38¢ WO. SBS ohana 4.10 to 4.25@4.40¢ se cvecces 11.50 10,00 Aluminum 
‘ ie: ee: 4.20 to 4.85@4.50¢ 2 eoccccce 13.00 11.25 
~~ peeeliomenel ee eae 4.45 to 4.60@...... HEE .pcccces 16 ee RS gieminum (guarantecs 
3 j ” i al No, 28 and lighter, SU in. wide, os Gere 16.00 14,00 tn ‘ote Pg remelting. * per 
na x % in. and larger, | 58¢ 10¢ higher. Ooke—14 # 20 4 r ; * 25 @2T¢ 
Cisene 21s, Angles and Tees Galvanteed Per Ib. Primes Wasters 
under 3 in. x % im...... 2.48¢ ier OR: urease hake 4.30@4.45¢ i Eee $ 6.06 $ 5.80 Old Metals 
Bere ary a 4.60@..... 90 Ib. ..ccccee. 6.15 5.90 Re market ny a ns quiet eas 
Nos. ig and 20........4.60@4.75¢ Eee 6.25 6.00 the past week but prices are firm. 
Merchant Steel 99 mE 
3 nnd. Phissisceshx 4.75@4.90¢ 10 .occccee 6.40 6.15 > 
; k Per Ib. 10, 26 ners Sp RIBS oe) 4£.90@5.05¢ IK vecccseen Sue 7.15 Per ib. 
Tire, 1% x % in, and larger 2.60¢ . A eee 5.05@5.20¢ are 8.40 8.15 Cc or, heavy and crucible 11.50 
Smooth finish, 1 x 2% 28 weer eee e eee 5. 20@5.35¢ IXXX ....... > 9.40 9.15 Couper, meaey and wire... ...11.00 
x \% in, and larger....... 2.80¢ No. BO ewes sees ae! 5.70@5.85¢ IXXXX .......- 10.40 BO.1S = - Rooeer’ Mekt and bottoms... 8.75 
Toe calk % x % in. and yt hg lighter, 36 in, wide, 20¢ Terne Plates DOGG BORG oo cccuscevvecss 5.76 
IATZOr 2.2 e eee cee ceeeece 3.30¢ 8-1b. Coating 14 # 20 Brass, light .....--cesseseeeet 5.00 
Cold - rolled strip (soft Steel Wire a ~ Heavy machine composition. 8.50 
and quarter hard). .6.25 to 7.25¢ ’ No. i yellow b ass turnir igs. - 5.75 


Open-hearth spring steel coarser: 


3.50@6.00¢ 






Base Price* 


Bright Rasie 


on No. 9 gage and 
Per Ib. 


ceeeeee BANGS. TH 





No. 1 red brass or composi- 
tion turmingS ...+-..ceccess 7.50 
Lead, NEAvy ..-sccccccevccce chs 25 


Shafting and Screw Stock: Annealed Soft ........3.50@3.75%¢ Oe rT hee 
eS Oe oe 8.85¢ Galvanized Annealed ..4.2 ot by .50¢ Straits pig oa Fad (ante cevetcehenwe eee 
: Copper Rasie ........ 4.00 94 Evyeweeheeets eC eeenewn 
gle ells ena 3.85¢ ‘Tinned Soft Bessemer .5.50@5.7 Welded Pipe 
Standard cast steel, base Brass Sheet. Rod, Tube and ee ee 15%¢ penciled 
rar éovetes sneer Wire RRPAMUITEAE.. 56:5. barey ooo <atesecan 15 Blk. Gal 
Bat CH Me és sci veewees 17.00¢ High Brass Sheet..... 16% @17Y4¢ TO cota kee cnvave. deen 14%¢ 2 ~ ng teeeee = -a 
> ‘t cast steel........ 2, High Brass Wire..... 17 @IT%e é % in. Butte..sccceces —Ol — 
Extra best cast steel 22.00¢ ol ae . _ hn: 1a Glee a Spelter and Sheet Zine io nS. sacwkecs —63 —49 
Tank Plate—Steel Brass Tube, Rrazed...2354 @24%¢ estern spelter .......... 1% @7¢ 248 _* ae hesvh évene —f0 —46 
Per Ib Brass Tube, Seamless. “19% @20¢ Sheet zinc, No. 9 base, casks, ‘ % ie, EMD. sc cccorcces —56 —84 
eget Copper Tube, Seamless. 22%, @23%4¢ 814¢ open 9¢ 9/12 in. “=. pearnees -. —55 —83 
% im. and heavier......... 2.58¢ Lead and Solder 
Copper Sheets American pig lead...... 6% @6% 4 Wrought Irom 
Sheote eet tree, tak eet ham. RE Seti ahs 7@7%4¢ Blk. Gal 
as 2014 @21%¢ per Ib. base, "Se eee ee Serena: . ee ey: SAR —30 —12 
Sh. WR, ioc vccssressraee 3.43 @3.53¢ Cold rolled, 14 oz. and heavier, ~* GONE. a: o:s10v'e a 0.69 965: ”a ¢ 
No. .48@3.58¢ 2¢ per Ib. advance over hot rolled. Refined solder .........+.++4- 19¢ 
No. 53@3.63¢ Prices of solder vary according to 
ee RNs! 3.58@3.73¢ *Regular extras for lighter gages. brand and composition. 

















We quote from Cincinnati jobbers’ stocks: 
Cheap lawn mowers, 12-in., $4.70 each; 14- 
in., $4.95 each; 16-in., $5.20 each; medium 
be saring, 14-in., $7.50 each; 16-in., $7.75 
each; better grade, ball bearing, 14-in., $8 
each: 16-in., $8.35 each; 18-in., $8.75 each ; 
five-knife high wheel ball bearing, 16-in., 
$11.25 each; 18-in., $11.75 each; 20-in., 
$12.25 each. 

Nails.—The demand keeps up won- 
derfully well. The great amount of 
business going on in this district no 
doubt being the cause for it. Prices are 
firm at $2.85 per keg for wire nails and 
$2.40 per keg for cement coated nails. 

Oil Stoves.—Local jobbers report 
quite a demand for oil stoves and the 
sales in the past two weeks have been 
entirely satisfactory. Prices show no 
change. 

Paints and Oils.—Local jobbers re- 
port their sales' as continuing very 
heavy. Prices are inclined to advance, 
turpentine and linseed oil both showing 
considerable strength. House and floor 
paints are also in heavy demand at un- 
changed prices. 


We quote from Cincinnati jobbers’ stocks: 
Ready mixed house paints, $2.60 per gal.; 
linseed oil, 96c. per gal.; turpentine, 94c. 
per gal.; white and red lead, 12%c. per Ib. 


Refrigerators.—Local jobbers report 
refrigerators moving very well. Deal- 
ers, too, report their sales as satisfac- 
tory. Prices show very little change. 

Roofing Paper.—Nothing further has 
developed in the price situation on roof- 
ing paper, the demand for which is 
heavy at the present time. 

Rivets.—Rivets are moving in better 
volume, and while an advance is antici- 
pated, nothing has as yet been received 
from manufacturers to warrant local 





jobbers changing their quotations. All 
sizes are quoted at 65 off. 

Rope.—Local jobbers report a steady 
improvement in the demand for rope, 
but the tendency on the part of dealers 
is to order only for their immediate 
needs. However, there are indications 
that orders will shortly be placed for 
future delivery on a much heavier basis. 
Jobbers’ sales are fair at unchanged 
prices. 


Cincinnati jobbers quote; Manila rope, 
18%c. per Ib.; sisal, 11%4c. per Ib. 


Saw  Handles.—Manufacturers' of 
cross-cut saw handles have made a re- 
duction of 10 per cent on their product. 
Local jobbers have not received the new 
prices, however, but will put the reduc- 
tion into effect at once. 


Steel Sheets—The demand for gal- 
vanized sheets is especially good at the 
present time. Black sheets and blue 
annealed are also moving in fair volume. 

Cincinnati jobbers quote: No. 28 black 
sheets, 4.50c. per Ib.; No. 28 galvanized 
sheets, 5.50c. per Ib.; No. 10 blue annealed 
sheets, 3.60c. per Ib. 

Screen Doors and Windows.—Local 
dealers report their sales of screen 
doors during the past two weeks as ex- 
ceptionally good. Jobbers, too, report 
a heavy movement. Prices show no 
change. 

We quote from Cincinnati iobbers’ stocks: 
Screen doors, common, 2-10 x 6-10, $20 per 
doz.: 2-10 x 7 ft., $20.50 per doz.; 3 ft. x 
7 ft., $21 per doz.: medium fancy, 2-10 x 
6-10, $28.25 per doz.; 2-10 x 7. $28.50:3 x7 
ft., $29.25. High grade, 2 10 x 6-10, $46.50 
per doz.; 2-10 x 7, $46.7 8. 
Screen windows, extension | ‘type, 24 x 37. 
hg 40 per doz.; 30 x 37, $8 per doz.: 36 x 
37. $9.25 per doz. 


Screen Cloth.—There is an exception- 
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ally good demand for screen cloth and 
some local jobbers have already re- 
ordered to take care of their trade. 


We quote from Cincinnati jobbers’ stocks : 
Black painted wire cloth, 12-mesh, $1.99 
per 100 sq. ft.; opal wire cloth, $2.45 per 
100 sq. ft. 


Screws.—Further advances on cap 
and set screws have been made by local 
jobbers on receipt of similar advances 
from manufacturers. The demand is 
very good. 


Cincinnati jobbers quote: Machine screws, 
all sizes, 65 and 10 off; cap screws, 65 off; 
set screws, 75 and 10 off; coach screws, 65 
off; wood screws, 85 and 5 off. 


Stove Pipe and Elbows.—While the 
present demand for stove pipe is slow, 
some fair orders are being placed for 
fall delivery. Local jobbers who spe- 
cialize in stove pipe are anticipating 
higher prices. However, no changes 
have been made as yet. 

Sash Cord and Sash Weights.—The 
demand continues good. No further 
changes have developed in the price 
situation since the recent advance of 
2 cents per pound in sash cord. 

Cincinnati jobbers quote: High grade 
sash cord, No. 8, 58c. per Ib.; medium 
grade, No. 8, 37c. per lb.; cast iron sash 
weights, $1.85 per 100 Ib. 

Water Coolers.—-There is a fair de- 
mand for water ccolers from the fac- 
tory trade and local jobbers and dealers 
report their sales during the past week 
as being entirely satisfactory. 

Wire Products.—Ti:e situation shows 
little change both as regards demand 
and price. 

We quote from Cincinnati jobbers’ stocks: 
Poultry netting, galvanized before weav- 
ing, 50 and 10 off; galvanized after weav- 
ing, 50 off; 2-pt. cattle wire, $3 per reel; 
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A quick sale, 


MCKINNEY 


Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, win- 
dow and screen hardware, 
cabinet hardware, steel 
door mats and wrought 
specialties, 





Write us for this book. When 
it comes, tie it to your counter 


where it will actually help you 
sell garage sets. 














and a satisfactory sale all around 


HE selling of a set of McKinney 

Garage Door Hardware is quick 
because you sell the set as a unit—every- 
thing needed for the hanging and opera- 
tion of a garage door is packed in a 
single box. 


There is no time consumed assembling 
the various articles of hardware, no 
wrapping, no adding of prices. Each 
set is complete from track to screws. No 
chance of anything being forgotten. 


It is a satisfactory sale because you 
know you are giving your customer a 
set of hardware that is of the highest 
quality throughout— McKinney made— 
a set which will not only carry his door 


perfectly, but which will give him long 
years of service. 

Write today for our interesting book 
which shows pictures and simple erecting 
plans for all ty pes of garage doors, slid- 
ing-folding, swinging and around-the- 
corner types—together with illustrations 
and ordering numbers for the McKinney 
sets which correspond with each door. 
Ask us for the McKinney Garage Door 
Hardware Book. 

When the book comes, tie it to your , 
counter so that it can be consulted by 
you and your customers. It will be ex- 
tremely helpful to a customer in de- 
termining just what kind of a door he 
requires, 


MCKINNEY 
Complete Garage Door Sets 


McKINNEY MANUFACTURING COMPANY, Pitrsspurcu 


Western Office, Wrigley Bldg., Chicago 


Export Representation 
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4-pt. cattle wire,. $3.20 per reel; 2-pt. hog 
wire, $3.20 per reel; 4-pt. hog wire, $3.5u 
per reel; polished staples, $3 per 100 Ib.; 
No. 9 annealed wire, $2.70 per 100 Ib. 


Wrought Washers. — Manufacturers 
of wrought washers have advanced their 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., June 3. 


\ ARKET conditions continue to 
show some improvement during 
the past week, and hardware sales in 
general can be described as very good, 
and in some lines, such as_ builders’ 
hardware and paints, are exceptionally 
good. Indications are that sales for 
1922 will be considerably over 1921. 
Automobile accessories and supplies are 
10w moving very freely. 

Since the last changes brought on 
by increased steel prices, the market 
has become stabilized and there have 
been no price changes of note. 

Builders’ Hardware.—Sales are rap- 
idly growing to a big volume and deal- 
ers specializing in builders’ hardware 
report a very satisfactory amount of 
business, which is increasing daily. 
There is a very heavy volume of build- 
ing permits being issued so that the 
future outlook for builders’ hardware is 
excellent. 

Axes.—Sales continue in fair volume. 
Prices remain as for some time past. 

We quote from jobbers’ stocks, —f-o.b. 
Twin Cities: Medium grades, single bit, 
base weights, $11.50 per doz.; double bit, 
$16.50 per doz. 

Bolts.—Demand is somewhat better 
for bolts, and the advancing prices seem 
to have helped to stimulate sales. 
Prices show no further change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 60 per 
cent: large carriage bolts, 50-5 per cent; 
small machine bolts, 60-10 per cent; large 
machine bolts, 60 per cent; stove bolts, 
75-10 per cent; lag screws, 60-5 per cent. 

Brads.—Demand for brads continues 
to be very satisfactory and a good 
volume of business is being done. 
Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from lists. 

Churns.—Sales are only of average 
volume. Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Belle, barrel type, churns, 40-5 
per cent from list. 

Clipping and Shearing Machines.— 
Sales are considered as fair and prices 
show no change. 

Eaves Trough, Conductor Pipe and 
Elbows.—There is a very good volume 
of business on these items and a con- 
tinued improvement is expected until 
the close of the building season. Prices 
are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 gage, 5-in., 
lap joint, single bead, $4.50 per 100 ft.; 
%-in. corrugated conductor pipe, $4.50 per 
100 ft.: 3-in. corrugated elbows, $1.55 per 
doz. 


Files.—Demand for files remains of 
satisfactory volume. Prices show no 
change, 

We quote from jobbers’ stocks, f.o.b. 
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prices within the past two weeks and 
local jobbers have changed theirs ac- 
cordingly. Wrought washers are now 
quoted at $6 off list on 200-lb. kegs. 

Wheelbarrows.—The demand for 


TWIN CITIES 


Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-2% per cent; Disston files, 
70-10 per cent. 


Galvanized Ware.—The market for 
galvanized ware while not very brisk 
is considered quite satisfactory, gen- 
eral conditions taken into account. 
Prices remain stationary. 


We quote from. jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8; heavy 
galvanized, No. 1, $12; No. 2, $13; No. 3, 
$15; standard 10-qt. galvanized pails, $2.25 
per doz.; 12-qt., $2.35; 14-qt., $2.70; stand- 
ard 16-qt. stock pails, $4.25; 18-qt., $4.80; 
heavy stock pails, 16-qt., $6; 18-qt., $7.35. 

Glass and Putty.—Sales are only of 
fair volume. Prices remain as last 
quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent 
from standard lists. Putty, $4.40 per ewt. 


Hose.—Sales of garden hose are now 
at the peak and a very good volume of 
business is being done. Prices are un- 
changed. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Five ply, 3.4-in., 11\c. per ft.; 
3 ply, competition hose, 9%4c. per ft. 

Ice Cream Freezers.—There is now 
a substantial improvement in the de- 
mand for freezers and a fair volume of 
business is being received. Prices re- 
main as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, wooden tub, 4-qt., 
$4.13 each; 8-qt.. $6.75 each. 


Lawn Mowers.—There is a very good 
demand for lawn mowers and some re- 
tailers are having difficulty in keeping 
up their stocks. Prices continue with- 
out change. 


We quote from local jobbers’ stocks, f.o.b. 
Twin Cities: Best standard grades from 25 
to 30 per cent from list; medium grade, ball 
bearing, $8.35 to $9.50 each. 


Milk Cans.—Sales of milk cans are 
considered quite satisfactory. Prices 
show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Railroad milk cans, 5-gal., 
2.25 each; 8-gal., $2.80 each; 10-gal., 
$295 each. 

Nails.—There is a very heavy and 
steady demand for wire nails. No 
change in prices has been noted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Standard wire nails $3.45 
base; cement coated nails, $2.80 base. 

Paper.—Building papers are in good 
demand and a large volume of business 
is being obtained. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.57 per 
ewt.; string felt, $1.42 per ewt. Red rosin 
sheathing, $2.19 per cwt. 


Poultry Netting—There is a very 
substantial volume of business in this 
line. Prices remain firm. 


We auote from jobbers’ stocks, f.0.b. 
Twin Cities: Hexagon poultry netting, 55 
per cent from standa*d lists. 


Rope.—Sales of rope are considered 
of fair volume. Prices remain as last 
quoted. 


We quote from. jobbers’ stocks, f.o.b. 
Twin Cities: Pure ‘manila rope, 19\%4c. per 
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wheelbarrows continues steady. Noth- 
ing further has been heard regarding 
advanced prices and jobbers are still 
quoting those that have been in effect 
for some time past. 








Ib, base; pure sisal rope, 16%4c. per lb. base. 
Sandpaper.—Demand continues to be 
very active and of very good volume. 
Prices show no change. 
Sash Cord.—A_ very substantial 
volume of business is being received. 


Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per Ib.; ordi- 
nary grades, 36c. per Ib. 

Sash Weights.—Sales are developing 
rapid'y as homes under construction 


near completion. Prices are the same. 


Screws.—There is a very consistent 
demand for screws and the amount of 
business done is considered very satis- 
factory. Prices remain as last quoted. 

We quote from jobbers’ stocks, f.0o.b. 
Twin Cities: Flat head bright screws, 821, - 
10 per cent; round head blued screws, 80-5 
per cent; flat head japanned screws, 75-5 
per cent; flat head brass screws, 75-10-5 
per cent; round head brass screws, 75-5 per 
cent. 

Soelder.—Sales remain of fair volume. 
Prices are firm: 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 23c. 
per Ib 

Steel Sheets.—Demand for sheets 
seems to be improving but slowly. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized sheets, 
$5.50 per ecwt.; 28 gage black sheets, $4.50 
per cwt. 

Tacks.—Demand is somewhat better, 
although total volume is not large. 
Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8 oz., 60c. per 
doz. packages; tinned carpet, 8 oz., 60c.; 
hlue carpet, 8 oz., 65c.; double point, 11 oz., 
36c. 

Tin Plate—Sales are showing a 
steady improvement. Prices show no 
change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke ICL, 20 x 28, 
gt roofing tin, IC, 20 x 28, 8 lb. coating, 

13. 





Wheelbarrows.—Sales of wheelbar- 
rows are showing a steady growth and 
a good volume of business is being 
done. Prices remain stationary. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, fully bolted, $36 
per doz.; No. 1 tubular steel, $6.35 each; 
No. 1 garden, $5.40 each. 

Wire Cloth.—The amount of business 
received so far this season has been 
exceptionally heavy and some dealers 
are having difficulty keeping stocks 
sorted up. Prices show no change since 
opening prices for the season. 


We quote from jobbers’ stocks, f.v.b. 
Twin Cities: Black, 12 x 12 mesh, $2.10 per 
100 sq. ft.; galvanized, $2.40 per 100 sq. ft. 

Wire.—Demand is considered very 
satisfactory for this season. Fence 
wire is not doing as well as it should. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Barbed wire, 80-rod spools, 
printed cattle, $2.95; galvanized cattle. 
$3.54; painted og wire. $3.16; galvanized 
hog wire, $3.58: smooth black annealed No. 
9, $3.30 per cwt.: smooth galvanized an- 
nealed No. 9, $3.80. 
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House Numbers You 
Can Read in the Dark 


Luminosity 
Guaranteed 
5 Years 














Sales Are Easy 
Turnover Rapid 
Profits Most Attractive 





Home owners, storekeepers 
and builders are quick to 
realize the value of these 
self-luminous products. 


Sales are easy! ‘To make 
your stock turn over faster, 
we will supply attractive 
display cards, catalog in- 
serts and electros. 


Liberal Trade Discounts 
See Your Jobber or Write Direct 


The Luminite Corporation 


24-30 Scott Street 
Newark, N. J. 


Luminite wo The Luminite 
Push Buttons SSai Switch 
and Pendants SS Locator 


Retail at 25c¢ each — | Retail Price 25c 
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No Sales Tax to Pay Cost of Soldier Bonus 
Tariff Bill Will Not Be Sidetracked for Bonus 


Measure—Constitutional Amendment Urged as 


WASHINGTON, June 5, 1922. 


HERE will be no sales tax to 
finance the proposed soldiers’ 
bonus. This is as certain as any- 
thing can be in this vale of tears and 
disappointment. 

The tariff bill will not be laid aside 
to permit the passage of the soldiers’ 
bonus bill. This assertion is made upon 
the basis of a hard and fast resolution 
adopted by a caucus of Republican 
senators who control nearly two-thirds 
of the Senate. 

With these two serious problems 
practically settled, the majority is at- 
tacking the tariff bill more vigorously 
than at any time since it was reported 
by the Finance Committee. While no 
one but a professional optimist would 
predict the passage of the bill before 
September, the latest attitude of the 
Republican leaders should give a final 
quietus to the rumors current from 
time to time that after a few weeks 
more debate the bill will be quietly laid 
aside and allowed to slumber until after 
the November elections. 


Congress Upset by Protection Bill 


Away back in 1890, when the Mc- 
Kinley bill was placed upon the statute 
books, Congress talked tariff until the 
first day of October and then passed a 
“Chinese Wall” protection measure. 
With election day only five weeks off it 
was no trick at all for the opposition 
to convince the taxpayers that the new 
tariff bill was a gigantic blunder. 

The ultimate result was the election 
of a Democratic Congress and the pas- 


Basis for Child Labor Law 


By W. L. CROUNSE 


sage of the Wilson-Gorman low tariff 
bill. This measure represented a strong 
reaction from the McKinley rates al- 
though its provisions were not drastic 
enough, to suit real free traders. 

From that day to this Congressional 
leaders, have been very reluctant to en- 
act revenue legislation of any kind upon 
the eve of a congressional election. The 
ghost of the 1890 bugbear is now stalk- 
ing about the corridors of the Capitol 
and furnishing all the necessary basis 
for the current rumors that the Ford- 
ney-McCumber bill will be laid aside 
and not placed on the statute books un- 
til after the Ides of November. 

Nevertheless and notwithstanding 
the Republican leaders have decided 
that in the present emergency they are 
in the position of a man in the embrace 
of the grizzly bear who thought it 
would be more dangerous to let go than 
tojhold on. They intend to hold on and 
jam the bill through before taking a 
recess. 

Sales Tax Goes by the Board 


The abandonment of the sales tax 
project to finance the soldiers’ bonus 
has been foreshadowed for some time. 
A large contingent in the House has 
been unalterably opposed to this method 
of taxation and made a winning fight 
to keep it out of the Internal Revenue 
Act of November 23, 1921. The agri- 
cultural bloc in both Senate and House 
is against the sales tax even with an 
exemption of agricultural products and 
this fact in itself is sufficient to give 
the project a black eye. 

Sales tax advocates insist that this 
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method of raising revenue has many 
advantages over excise taxes on se- 
lected lines—which is true enough— 
and that if such a law were placed 
upon the statute books, Congress could 
meet any revenue emergency by the 
simple expedient of raising or lower- 
ing the sales tax rate—which might or 
might not be a good thing. 

Anyhow, the retail merchants of the 
country are pretty safe in dismissing 
the thought of a sales tax from their 
minds for some time to come. I shall 
not be surprised to see an experiment 
made along this line some day, but I 
am satisfied it will not come in the 
Sixty-seventh Congress now sitting. 

A conference under the auspices of 
the American Federation of Labor is 
now being held in Washington for the 
purpose of meeting the situation that 
has developed as the result of the de- 
cision by the United States Supreme 
Court that the Federal Child Labor 
law is unconstitutional. In this con- 
nection President Samuel Gompers in 
announcing a movement by organized 
labor to secure a constitutional amend- 
ment giving Congress the right to deal 
with this subject makes a characteristi- 
cally fervent declaration in part as 
follows: 

Gompers Slurs Supreme Court 

“America must find a way to abolish 
completely child labor. The Supreme 
Court has twice decided against the 
children and there is nothing to be done 
about it. We cannot look for anything 
to the Supreme Court. 

“But we can and must secure a con- 
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If you sold her the right capper she will 
come back. 


If not—you'll see her again, but she'll 
come on a different mission. 


So just keep these few facts in mind when you 
order your cappers. 


That the EVEREDY No. 3 is the only original— 
the standard of all bottle cappers. 


The only machine on the market fully approved 
by the originators of the sealing cap—the Crown 
Cork and Seal Co. 


That it caps all size bottles absolutely airtight— 
Warranted not to break—and made in three 
models to retail from $1.50 to $2.50. 


See Your Jobber, or write us. 


The Everedy Bottle Capper Co. 
Frederick, Maryland 
ed 
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stitutional amendment so that the Su- 
preme Court cannot again refuse free- 
dom to the children. I have been as- 
sured that our representatives will be 
accorded a hearing by the House Judic- 
iary Committee, of which Congressman 
Volstead is chairman. We are hoping 
that hearing will take place immedi- 
ately. 

“In the conference there will be pres- 
ent representatives of millions of men 
and women. They will speak directly 
for their organizations, but they will 
speak in reality for the whole country 
and for the children yet to come, as 
well. 

“We must center all possible effort 
on this final endeavor to emancipate 
childhood—a fight in which the Ameri- 
can Federation of Labor has been en- 
gaged from the first year of its exist- 
ence.” 

Although Mr. Gompers must know 
that in this movement he has the sym- 
pathy and good wishes of many millions 
of people, he cannot resist a slap at 
the United States Supreme Court. He 
declared that court has “twice decided 
against the children,” a statement that 
is most unfair, as he very well knows. 


Court Has Only Done Its Duty 


Gompers is no lawyer, but he under- 
stands perfectly that the Supreme 
Court has never considered the Child 
Labor law on its merits and has never 
“decided against the children.” All the 
Supreme Court has ever said with re- 
gard to the child labor question was 
that, under the terms of the Constitu- 
tion of the United States, the regula- 
tion of child labor is a matter within 
the exclusive jurisdiction of the States 
and one as to which the Federal Gov- 
ernment has absolutely no right to leg- 
islate. 

The Supreme Court said the same 
thing when the original Federal Child 
Labor law was passed several years 
ago; nevertheless a few demagogues 
who know better and a great many 
well-meaning persons who apparently 
had never read the Constitution of the 
United States succeeded in inducing 
Congress to pass another act of the 
same general character hoping the Su- 
preme Court would take a different 
view of the constitutional issue. 

But the court did not—could not— 
change its opinion; hence Gompers, who 
declared while this latest measure was 
pending in Congress that it was per- 
fectly constitutional, is reduced to the 
extremity of a defeated litigant who 
“cusses the court.” 


Arbitration of Commercial 


A comprehensive plan for employing 
arbitration as a means of settling com- 
mercial disputes between business men 
has been worked out by the Chamber of 
Commerce of the United States. It 
embodies the principal of “self deter- 
mination” in that adjudications would 
be made locally and. therefore, in har- 
mony with the spirit and ethics of the 
communities in which the disputes 


Disputes 


arose. 
The plan takes into account the pres- 
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ent wide use of arbitration in this 
country and contemplates making it 
more general by extending it among 
bus:ness organizations making up the 
National Chamber’s membership. As 
sent to all member organizations, the 
plan carries suggestions for setting up 
arbitration machinery and a statement 
of the services which the National 
Chamber can render to organization 
members supplemental to their own 
efforts, both in domestic and foreign 
commerce. 

Arbitration, under the arrangement 
proposed, would consist of settlement of 
local controversies by local commercial 
bodies; of settlement of disputes with- 
in an industry by trade associations 
and of the handling by the National 
Chamber of cases that do not fall with- 
in local or trade jurisdiction. The Na- 
tional Chamber already has provided 
machinery for handling disputes that 
may come to it. 


International Agreements Now in Effect 


For some time the National Chamber 
has had commercial arbitration agree- 
ments with commercial organizations in 
other countries. The International 
Chamber of Commerce, of which the 
National Chamber is a member, also is 
undertaking the furtherance of arbitra- 
tion in international trade. In the 
opinion of officials of the National 
Chamber general adoption by its mem- 
ber organizations of the present plan 
will go far toward bringing about uni- 
versal commercial arbitration in the 
United States. 

The plan provides, aside from arbi- 
tration, for the use of good offices on 
the part of business organizations as a 
means of settling differences wherever 
possible by conciliation without resort 
to arbitration. In a letter to member 
organizations suggesting adoption of 
the arbitration plan, Joseph H. Defrees, 
retiring president of the Chamber, 
says: 

“T deem it one of the greatest accom- 
plishments of the Chamber during my 
term of office that a plan so thorough 
and comprehensive as this has been 
worked out for the application of the 
principle of commercial arbitration 
wherever and whenever it is applicable. 
While there can be no question that 
there are certain kinds of commercial 
disputes that can best and indeed that 
only can be _ settled satisfactorily 
through the courts, it is equally true 
that in the vast majority of commer- 
cial disputes an arbitrable award 
quickly arrived at and providing for a 
complete adjustment of the matter in 
dispute as between the two parties is 
best suited to business procedure and 
will obviate a great delay and expense 
now involved in these cases being taken 
to the courts.” 


Precedents for Arbitration 


A statement which goes with the 
plan points out that in the United 
States new commodities valued at bil- 
lions of dollars are bought and sold 
every year under contracts which pro- 
vide that differences are to be arbi- 


Reading matter continued on page 98 






June 8, 1922 


trated. Exchanges that have trading 
floors usually require that disputes be 
settled by arbitration. Trade associa- 
tions, too, have frequently set up rules 
for arbitration of disputes among their 
members, and some local commercial 
bodies already are operating systems of 
arbitration. Attention is called, how- 
ever, to the fact that there is the op- 
portunity for trade associations and 
local chambers as well to extend their 
efforts in this direction. 

Attention is called to the advantage 
of arbitration over court procedure in 
a paragraph which says: “It affords 
a means for decision upon the merits of 
a business transaction as it is under- 
stood by business men. There is no 
chance for the result to turn upon some 
technicality or rule of which neither 
party had thought. A conclusion can 
be reached speedily, because there is no 
opportunity for dilatory proceedings 
and the case does not have to take its 
turn on a long list of other cases. When 
a decision is rendered it is final; the 
way is not open for appeals upon un- 
substantial matters to other bodies. 
The process of settlement through arbi- 
tration is so inexpensive that every 
honest difference in a business transac- 
tion can be submitted for determina- 
tion. 


New Shipping Bill Shows Great 
Strength 


More than a score of national organi- 
zations and nearly 200 chambers of 
commerce and other commercial bodies 
are now on record in favor of the Ship- 
ping Bill pending in the House Commit- 
tee on Merchant Marine and Fisheries. 
The indorsements show that the in- 
terior states, which in past years have 
shown little interest in development of 
the American merchant marine, are 
more interested in the present measure 
than even the states on the Atlantic 
and Pacific coasts. 

As indicating the geographic distri- 
bution of the commercial bodies that 
have favored the pending bill the fol- 
lowing figures are interesting: New 
England States, 13; North Atlantic 
States, 14; Pacific Coast States, 17; 
Southern and Gulf States, 24; and 
Middle Western States, 80. It will be 
noted, therefore, that more _ indorse- 
ments have come from Middle Western 
States than from all other regions com- 
bined. 

An analysis of these figures shows 
that the states without seaboard consti- 
tute more than 54 per cent of the total 
favoring the bill. It also shows that 
the Southern and Gulf States indicate 
greater interest than the North Atlan- 
tic or Pacific Coast States which have 
direct shipping connections. In other 
years, sentiment in favor of shipping 
legislation has been weakest in the 
states where it is now the strongest. 


Little Opposition to Measure 


It is noteworthy that not a single 
chamber of commerce or organization 
of business men or of commercial inter- 
ests is on record against the bill. Only 
eight organizations are on record as 
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ike the Pyramids 
—built to LAST 


Distributors WANTED 


OR upwards of 60 years this company has manu- 
factured the very highest grade of stoves, ranges 
and furnaces. We believe we build “RED CROSS” 
products as well as stoves, ranges and furnaces can 
be built. 
Our extensive manufacturing facilities, our skillful, 
happy, satisfied workmen and our financial strength 
will enable us to maintain our leadership in the stove 
industry for many years to come. 
“RED CROSS” products are well-known to millions 
of homes throughout the country—and our big adver- 
tising campaign, now in force, will introduce “RED 
CROSS” to practically every worth while farm home 
in New England, the Middle Atlantic and Middle 
Western States. 
It is in this territory that we desire to increase our dis- 
tribution—so that it will be possible for home-owners 
everywhere to judge for themselves right in their own 
buying centers the supremacy of “RED CROSS” prod- 
ucts. We shall be glad to hear 
from. distributors who are 
equipped to handle the “RED 
CROSS” Line. 
*““RED CROSS” Stoves, Ranges 
and Furnaces are built to 
LAST. They are economical 
of fuel; and heat and bake per- 
fectly. In the end they never 
fail to prove themselves the 
cheapest and best. Rugged 
and simple in construction 
Easy to install. 


WRITE for our Sales Proposition and complete list of “RED CROSS” products. 
Somebody in your: locality is going to make a lot of money and build a ead 
reputation on the “RED CROSS” Line. It might as well be you. 


CO-OPERATIVE FOUNDRY COMPANY, Rochester, N. Y., U.S. A. 


RED CROSS 


__EMPIRE 
Pipeless Furnace 
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unqualifiedly opposed. Six of these 
are labor bodies. The other two are 
the smaller farm bodies, the largest 
farm organization, the American Farm 
Bureau Federation, being on record in 
its favor and having sent its president, 
J. R. Howard, before the Senate and 
House committees to urge immediate 
passage of the measure. 

The largest opponent is the American 
Federation of Labor as represented by 
its executive council, although many of 
its affiliated bodies are strongly in favor 
of the measure. Organizations of the 
seafaring trades not only have filed 
resolutions with the committee, but also 
sent representatives to Washington to 
urge its passage. 

Also incorporated in the record of the 
hearings are more than one hundred 
editorials from widely scattered papers. 
Nearly all of them favor the bill. There 
are thirty-five states in this list and 
papers commenting on the measure are 
the leading journals in those states. 

It really begins to look as though 
Congress at last would do something 
to keep the Stars and Stripes afloat on 
the Seven Seas. For twenty-four years 
one house or the other in every Con- 
gress passed a very carefully considered 
shipping bill, but in no Congress was 
it possible to put the measure through 
both houses. 


Establishes Employment Section 


The U. S. Veterans’ Bureau has es- 
tablished an employment section, which 
will obtain positions in the trades and 
professions for those disabled veterans 
who have completed their vocational 
training under the Bureau. There are 
130,738 veterans now in training status 
in the various professions, trades and 
industries. When these men have com- 
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pleted their courses of instruction this 
employment section of the Bureau will 
attempt to place them in the particular 
vocations for which they have been 
trained. 

A survey of business conditions, in- 
cluding an investigation of the labor 
and unemployment situation, will be 
conducted by these employment experts 
of the Bureau. Opportunities for em- 
ployment will be opened through con- 
tact with the employing officers of large 
corporations such as U. S. Steel Cor- 
poration, U. S. Shipping Board, Stand- 
ard Oil, Westinghouse Electric, Ford 
Motor Company, etc. 

Another purpose of this survey, by 
the Bureau’s experts, will be that of 
determining which professions and 
trades are overcrowded. In _ other 
words, the Bureau will discourage the 
training of men in vocations where the 
possibility of immediate and continued 
employment is slight. 


Peak of Service in Sight 


To date, 16,485 vocational students 
have completed their training and are 
now employed in the various trades, 
professions and industries. The peak 
of the number of disabled ex-service 
men being inducted into training will 
soon be reached. 

Many of those veterans who entered 
training when the rehabilitation divi- 
sion was first organized will be rehabili- 
tated in the next few months. This is 
particularly true of those men who were 
receiving instruction in the _ profes- 
sions, because their courses are of uni- 
form length, and therefore, hundreds of 
them will be rehabilitated at the end of 
the present college year. It is the func- 
tion of this employment section to see 
that these men are absorbed into the 
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industrial and commercial enterprises 
of the nation. 

Statistics gathered by the Nationa) 
Lumber Manufacturers’ Association 
and made public here are greatly indica- 
tive of returning prosperity. The 387 
operating mills in eight regional asso- 
ciations report for the week ending 
May 20 a production of 234,080,000 ft. 
and shipments of 253,117,000 ft. as 
against orders of 294,690,000 ft. 

Compared with the corresponding 
week of 1921 these figures show a gain 
of 70,186,000 ft. in production; 84,771,- 
000 ft. in shipments, and 126,760,000 ft. 
in orders. The returns are about 20 
per cent above normal. 

For the twenty weeks of 1922 ended 
May 20 as compared with the corre- 
sponding weeks of 1921, production 
shows an increase of 1,000,537,000 ft. 
board measure; shipments an increase 
of 1,004,490,000 ft., and orders a gain 
of 1,260,269,000 ft. 

It is interesting to note that during 
the week ended May 20 the relation of 
orders to production for the different 
regional associations was as follows: 
Southern Pine Association, 143 per 
cent; West Coast Lumbermen’s Asso- 
ciation, 118; Western Pine Manufactur- 
ers’ Association, 102; California White 
and Sugar Pine Manufacturers’ Asso- 
ciation, 85 per cent; California Red- 
wood Association, 97 per cent; North 
Carolina Pine Association, 123; North- 
ern Hemlock and Hardwood Manufac- 
turers’ Association, 173 per cent; 
Northern Pine Association, 169 per 
cent. 

Taking into consideration all sections 
of the country the figures show the 
greatest consistent accumulation of un- 
filled orders that the lumber trade has 
known in the last four years. 


Panhandle Association Convention 


(Continued from page 80) 


cessity of keeping an accurate set of 
books. He also urged that they be 
kept in an iron safe for insurance 
records. He pointed out the impor- 
tance of the insurance policies being 
regular and in shape so that they 
could not be questioned. He explained 
the average distribution clause, the 
three-fourths value clause, and the 
gasoline permit, their importance and 
significance and when they should be 
used. He closed with a general insur- 
ance question box, which proved to be 
exceptionally interesting. 


The Secretary’s Report 


Tuesday’s session was opened with 
the annual report of Secretary C. L. 
Thompson, following which was a very 
instructive question box led by George 
Yates of Hale Center. The problems 
pertaining to the implement business 
were the main topics of discussion. 

S. E. Cole of Lubbock gave to the 
convention a very instructive message 
on “How to Operate a Hardware Store 
and Know When Making a Profit,” in 
which he gave to the dealers some of 


the successful methods and systems 
used in his own business, such as keep- 
ing daily profit records, expense, etc. 
He advised departmentizing the store 
in order that the dealer may know what 
each department is doing every day and 
know which departments need more 
effort behind them. 

T. C. Thompson of Canyon discussed 
price information service as furnished 
by several jobbing houses, and he di- 
rected the attention of the members to 
the many uses and the great impor- 
tance of such service to the dealer. He 
pointed out how such service could 
mean increased sales, quicker turnover, 
more profit, and better satisfied cus- 
tomers, as well as furnishing a price 
barometer for the merchant. 

In the absence of R. H. Stiteler, 
J. W. Kiser of Dallas reminded the 
dealers and the traveling salesmen of 
the duties of a traveling salesman to 
his customers. 

Tuesday afternoon’s session was 
opened by Hamp Williams, who took 
the dealers further into his original 
and successful business methods. He 
expressly emphasized the fact that 
business men should not live for them- 


selves alone, but should take an inter- 
est in his customers in their offices, in 
their churches, in all public affairs in 
the community in which they live, and 
in all humanity in general. 

The last address to the convention 
was that of Fred L. Brown of Plain- 
view, on “How to Increase Your Turn- 
over.” Mr. Brown advised the dealer 
to be on the lookout for dead stock, to 
keep everything moving, and instead of 
carrying a large stock to carry a 
smaller well assorted stock and to buy 
more often, pick out slow selling items 
and move them, even if at a sacrifice, 
if no other way can be worked out to 
increase the sale and demand for them. 


Sales Demonstration 


The sales demonstration conducted 
by W. R. Matherly and Pete Lear, 
both of Dallas, closed the program of 
the convention. This feature was a 
great success both in interest and 
instruction. 

The balance of the afternoon session 
was taken up with the election of of- 
ficers and routine business, after 
which the convention was adjourned 
to meet in 1923. 
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The live hardware 
dealer says: 


“The Schoolgirls Are Coming In 


GOOD LUCK 
Jar Rubbers 
are made by 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


Makers of BULL DOG, 
MILO and GOOD LUCK 
Brands of Standardized 
Garden Hose. 











‘“We had a canning course in the 
schools last fall and this year the girls 
are coming in flocks to buy jar rings. 
They mean to begin early. 


“They all ask for GDOD LUCK 
rings and they make me stretch 
"em, too! 


‘“Of course I do it. I hke school- 
girls, and it’s a fine thing to think 
they are learning how to get the 
most out of good food. It evens up 
some on the short skirts and the 
face powder.”’ 
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Death of John K. Wilson 


John K. Wilson, president of the John 
K. Wilson Co., Baltimore, Md., manu- 
facturers’ agents, died at his resident 
at Baltimore, May 28. 

Mr. Wilson was a former president 
of the Old Guard and had traveled ex- 
tensively in the South for many years. 
His health had been gradually failing 
for the past seven years. At the time 
of his death he was a member of the 
advisory board of the Old Guard Asso- 
ciation, and was well known practically 
everywhere south of the Mason-Dixon 
line. 

Funeral services were held at the 
Mount Vernon Methodist Episcopal 
Church, and were attended by a large 
delegation of the Old Guard Associa- 
tion and also by a number of members 
of the Southern Hardware Jobbers’ As- 
sociation. 





Ingersoll Plant Re-opened 

With 500 employees enlisted in a 
force to make watches, the Ingersoll 
Trenton Watch Co., which was recently 
organized, began operations on May 29. 
Electric clocks and radio equipment will 
also be manufactured. The company 
recently purchased the plant of the old 
Ingersoll Watch Co., which went into 
bankruptcy. The new concern is affili- 
ated with the Waterbury Clock Co., 
Waterbury, Conn. 





Sutphen with Manning, Maxwell 
& Moore 


C. M. Sutphen, formerly New York 
manager for the Peck, Stow & Wilcox 
Co., has joined the sales force of Man- 
ning, Maxwell & Moore, 119 West 
Fortieth Street, New York City. 





W. D. Foss Back from Orient 


W. D. Foss, president of the Woos- 
ter Brush Co., Wooster, Ohio, landed 
at San Francisco May 24, after an ex- 
tended tour through the Orient, during 
which he made a thorough investigation 
of the sources of supply for bristles. 





Bridgeport Hardware Mfg. Co. 
Introduces Calisthenics 


The Bridgeport Hardware Mfg, Co., 
Bridgeport, Conn., is a strong believer 
in the value of physical exercise as a 
tonic for tired employees and has re- 
cently put its ideas into practice. For 
ten minutes every morning and after- 
noon work is suspended and everyone 
goes through a series of setting up ex- 
ercises. This idea has already proven 


its value in that it serves to stimulate 


circulation and increase the efficiency 
of all who take part in these calis- 
thenics. 


Frank A. Burgess Dies 


Frank A. Burgess, president of the 
Burgess - Norton Manufacturing Co., 
Geneva, IIl., died suddenly on Saturday, 
May 13. 


Fire Losses Exaggerated 


The accounts published in the daily 
papers of the fire at Albert Lea, Minn., 
May 21, 1922, were considerably exag- 
gerated as they stated the loss amount- 
ed to $1,000,000. Word has just been 
received from the American Gas Ma- 
chine Co., manufacturer of Kamkook- 
ing Appliances, that the loss will 
amount to about $200,000. The fire 
occurred about two blocks away from 
the factory of the American Gas Ma- 
chine Co., and they advise they were 
not harmed in any way. The firm states 
that sales up to May 15 exceeded the 
sales last year for the same period by 
a little more than 112 per cent. 





Alexander Glass Resigns 


Alexander Glass, for many years 
president of the Wheeling Corrugating 
Co., at Wheeling, W. Va., and vice- 
president of the Wheeling Steel Cor- 
poration since its organization several 
years ago, has resigned owing to ill 
health. He will be succeeded by W. J. 
Stoop of Wheeling. / 





J. B. Wood Co. Expands 


The J. B. Wood Hardware & Rubber 
Co., El Paso, Texas, has purchased the 
stock and business of the Household 
Hardware Co. of that city. The Wood 
Company has removed its offices and 
stock from the former location at 310 
Texas street to the Household Com- 
pany’s store at 210 North Stanton St., 
a more central point. 

A. D. Hayes is vice-president and 
general manager of the J. B. Wood 
Hardware & Rubber Co. 





Duncan & Goodell Add Radio 


Duncan & Goodell Co., Worcester, 
Mass., hardware, has installed a radio 
department, which is headed by A. H. 
Carr, recently associated with the engi- 
neering department, Radio Corporation 
of America, New York. 

The stock and fixtures of the Stough- 
ton Hardware Co., Stoughton, Mass., 
were sold by public auction May 31. 











A. R. Mosler & Co. Reorganized 


On May 25, 1922, the firm of A. R 
Mosler & Co., which has been in re- 
ceivers’ hands for a period of about 
twenty months, was taken over by a 
new organization headed by a number 
of prominent Eastern financiers. The 
business will hereafter be operated 
under the title of Mosler Metal Prod- 
ucts Corporation. 

In addition to a complete line of spark 
plugs which the company has made, 
there will be added a number of auto- 
mobile accessory lines, and a full line 
of radio material. 

It is expected that an early announce- 
ment will be made covering the full de- 
tails of this reorganization, as well as 
the personnel of the company. 





Death of George W. Boole 


Announcement has been made of the 
sudden death of George W. Boole, for- 
mer president of the Western Hardware 
& Metal Co., Seattle, Wash. Mr. Boole 
died on Saturday, May 27, and funeral 
arrangements were made for the follow- 
ing Wednesday. Mr. Boole had a host 
of close friends in the trade, especially 
in the East, despite the fact that his 
chief business connections were in the 
West. 


American Machine Products Co. 
Changes Name 


The American Machine Products Co., 
Eighteenth and Howard Streets, De- 
troit, Mich., announces its new name 
as the Ampco Twist Drill & Tool Co. 
This concern are the manufacturers of 
twist drills, reamers, cutters, automo- 
bile reamers, simplex gages and special 
tools, 


Harry C. Graham Heads Firm 


The Graham Bolt & Nut Co., which 
is the name of the company that re- 
cently took over the Graham Nut Co., 
at Pittsburgh, has elected Harry C. 
Graham president, Charles J. Graham 
vice-president, and Charles W. Gray sec- 
retary and treasurer. 





Blakney & Wordell Incorporates 


Blakney & Wordell, Inc., Fall River, 
Mass., recently incorporated to con- 
tinue the hardware business established 
at 51 Pleasant St., that city. The com- 
pany is capitalized for $12,000. Wil- 
liam C. Crossley is president; James A. 
Blakney, treasurer; and these two men 
and Chester D. Wardell constitute the 
board of directors. 
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-You Too Can 


Make Sales While the Sun Shines” 


6“ UNBEAM” sales result from the proper presentation of the 
inherent qualities and serviceability of the product. From 
a proffer of immediate service to the greatest possible number 

of people. 







This “Sunbeam” Local Advertising gives the “Sunbeam” dealer a 
modern merchandising plan with which to build an immediate 
profitable business, and it is backed by National Advertising going 
every month into approximately 3,500,000 American homes and a 
nation-wide distribution. No matter where you are, you can get 
“Sunbeams” quickly. 














The advertising helps illustrated in this book are the “tools of 
turnover.” With them you can build a permanent, profitable 
business. You can take profits on immediate sales and re-invest 
that money in readiness to make more sales and more profits. 













With these “tools” you can till the soil of “Sunbeam” sales, sow 
the seed of sales success and harvest a crop of cash and the good- 
will of many satisfied customers. The difference between the 
successful dealer and the others is principally in how they go about 
their business. Find out the “HOW” of the “Sunbeam” sales 
plan. Write or wire. 
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Notes of the Retail Hardware Trade 














CHARLES City, lowa.—The Shuirman 
Hardware Co. has succeeded to the 
business of E. W. Holbrook. 

DONNELLSON, Iowa. — Vermazen & 
Seyb are purchasers of the stock of 
John Theroff, comprising builders’ 
hardware, cream separators, cutlery, 
farm implements, furnaces, heating 
stoves, lubricating oils, paints, oils, 
varnishes and glass, pumps, shelf hard- 
ware, stoves and ranges, tin-shop and 
washing machines. 

WALL LAKE, IowA.—Swanson & 
Hasch are the new owners of the hard- 
ware business of Johnson & Swanson. 
Catalogs requested. 


LANCASTER, Ky.—Walker Bros. have 
bought the Goodloe & Walker Bros. 
stock, consisting of builders’ hardware, 
building paper, churns, cream separa- 
tors, cutlery, dynamite, farm imple- 
ments, flashlights, fishing tackle, guns 
and ammunition, harness, heating 
stoves, heavy hardware, insecticides, 
kitchen cabinets, lubricating oils, 
points, oils, varnishes and glass, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, sporting goods, stoves 
and ranges and washing machines. 


FaLL River, Mass.—Hathaway & 
Marston, Inc., 41 Stafford Road, has 
been incorporated to deal in automobile 
accessories, automobile tires, builders’ 
hardware, building paper, farm imple- 
ments, garage hardware, gasoline, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poultry 
supplies, prepared roofing and shelf 
hardware. The capital stock is $10,- 
000, and Raymond H. Marston and 
others are the incorporators. Catalogs 
requested on a general line of hard- 
ware, paints and automobile supplies. 


HIGGINSVILLE, Mo.—Downing Bros. 
have moved their hardware stock to a 
new location. The business has been 
established over 40 years. 


KING City, Mo.—Delt Greenelsh & 
Co. have taken over the King City 
Hardware Co. stock. 


WELLINGTON, Mo.—C. L. Grimes is 
purchaser of the stock of F. E. Colla- 
priest. 


BALDWIN, LONG ISLAND, N. Y.—The 
stock of A. W. Dow, 29 Church Street, 
was destroyed by fire. Catalogs re- 
quested on the following: Bathroom 
fixtures, builders’ hardware, crockery 
and glassware, cutlery, electrical house- 
hold specialties, electrical supplies and 
equipment, flashlights, fishing tackle, 
furnaces, heating stoves, mechanics’ 
tools, paints, oils, varnishes and glass, 
shelf hardware and stoves and ranges. 


New York, N. Y.—W. J. Murphy, 
223° West 121 Street, who plans on 
opening a hardware store in Staten 
Island about August 1, requests cata- 
logs on the following lines: builders’ 
hardware, building paper, bathroom fix- 
tures, crockery and glassware, cutlery, 
tlectrical household specialties, flash- 
lights, heating stoves, house furnish- 
ings, paints, oils, varnishes and glass, 
poultry supplies, shelf hardware, sport- 
ing goods, toys and games, stoves and 


ranges, kitchenware, and automobile 
accessories. 

COLUMBIANA, OHI0.—H. H. Lehman 
will, sometime in July, become the 
owner of the stock of automobile acces- 
sories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, builders’ hardware, building 
paper, churns, cutlery, dairy supplies, 
electrical household specialties, electri- 
cal supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, garage 
hardware, guns and ammunition, heat- 
ing stoves, home barbers’ supplies, in- 
secticides, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and _ glass, 
poultry supplies,. prepared roofing, 
pumps, shelf hardware, silverware, 
sporting goods, stoves and ranges, 
washing machines and wheel toys; for- 
merly owned by Lehman & Shaffer. 

Convoy, On1o.—Snyder & Dressel 
have succeeded to the business of Brit- 
enburg & Snyder. Catalogs requested 
on automobile tires, barn equipment, 
belting and packing, bicycles, builders’ 
hardware, building paper, churns, 
cream separators, cutlery, dairy sup- 
plies, electrical household specialties, 
flashlights, fishing tackle, garage hard- 
ware, gasoline, guns and ammunition, 
hammocks and tents, harness, heating 
stoves, heavy hardware, home barbers’ 
supplies, incubators, insecticides, kitchen 
housefurnishings, linoleum and _ oil 
cloth, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and_ glass, 
poultry supplies, prepared roofing, re- 
frigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, washing machines 
and wheel toys. 

GREENFIELD, OH10.—The Bobo Hard- 
ware has bought the hardware business 
of the Greenfield Hardware & Supply 
Co. The purchaser’s stock ‘will consist 
of barn equipment, bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, churns, cream _ separators, 
crockery and glassware, cutlery, dairy 
supplies, electrical household special- 
ties, flashlights, fishing tackle, garage 
hardware, gasoline, gasoline engines, 
guns and ammunition, hammocks and 
tents, heating stoves, incubators, in- 
secticides, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, toys and 
games, washing machines and wheel 
toys. 

IDABEL, OKLA.—J. E. Rowland has 
commenced business here, dealing in the 
following: Bicycles, builders’ hard- 
ware, building paper, churns, cream 
separators, crockery and _ glassware, 
cutlery, dairy supplies, dynamite, elec- 
trical household specialties, electrical 
supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, guns 
and ammunition, hammocks and tents, 
harness, heating stoves, heavy hard- 
ware, insecticides, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 


tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, 
prepared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop, toys and games, wash- 
ing machines and wheel toys. Cata- 
logs requested on a general line of hard- 
ware and furniture. 

BETHLEHEM, Pa.—H. F. Koch has 
been made president; J. M. Diefender- 
fer, vice-president; and H. L. Fat- 
singer, secretary of the J. S. Krause 
Hardware Co., 535 Main Street. 

HONESDALE, Pa.—John Erk is succes- 
sor to Erk Bros. 

Cotton, S. D.—O. P. Anderson has 
added a line of hardware to his heat- 
ing, plumbing and electrical stock, and 
requests catalogs on the following: 
Barn equipment, bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, dynamite, 
electrical household specialties, electri- 
cal supplies and equipment, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, guns and ammunition, hammocks 
and tents, heating stoves, heavy hard- 
ware, home barbers’ supplies, incuba- 
tors, insecticides, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shops, toys and games, 
washing machines and wheel toys. 

HILLsBoRO, TEX.—The Orenbaun 
Hardware Co. has recently suffered a 
fire loss. 

LAMESA, TEX.—The building, stock 
and fixtures of H. E. Williams was 
recently destroyed by fire. He is now 
occupying temporary quarters pending 
the erection of a new building. 

VANCOUVER, WASH. — The Chusid 
Bros. Hardware Co., 314 Main Street, 
has opened a store here, dealing in 
building paper, churns, cream separa- 
tors, crockery and glassware, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, electrical sup- 
plies and equipment, farm implements, 
fishing tackle, garage hardware, heavy 
hardware, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing depart- 
ment, pumps and shelf hardware. 


MILWAUKEE, Wis. — The Freitag 
Hardware Co., Inc., 3313-3315 North 
Avenue, has been incorporated to deal 
in automobile accessories, bathroom fix- 
tures, belting and packing, bicycles, 
builders’ hardware, building paper, 
cutlery, electrical household specialties, 
elecrical supplies and equipment, flash- 
lights, fishing tackle, garage hardware, 
gasoline, heating stoves, heavy hard- 
ware, home barbers’ supplies, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and 
glass, prepared roofing, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop, toys and games, wash- 
ing machines and wheel toys. The 
capital stock is $20,000, and George F. 
Freitag and others are the incorpora- 
tors. 
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The Best “Moving Pitcher” 


SME SP OCAIOLEE Se 


You Ever Saw 


UCH is the pitcher that is “pictured’” before you— 

a genuine Buckeye “Real Solid” Aluminum Pitcher 
made in one piece, without seams, of 99 per cenf pure 
aluminum. 


TOS FE ig ee EE 


Show it—call attention to its 25g quart capacity, its 
17 gauge metal and 8 gauge handle, and price it in pro- 
portion to our price to you and you'll agree that it’s the 
best ‘Moving Pitcher” you ever saw. Many other “Real 
a é ° 9 b 
movers” in the “Real Solid” Line. 


4 AOA VRE itt 30S 


Order now—take advantage of the price reduction 
on this pitcher. Send for our Catalog and Price List. 


The Buckeye Aluminum Company 
WOOSTER, OHIO 


Manufacturers of “REAL SOLID” Aluminum Cooking Utensils 
New York Office and Display Room: Ground Floor, Fifth Avenue Bldg., 19 West 23rd St. 








HARDWARE AGE 


June 8, 1922 











NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 














Silent Salesman in a Four-Foot 
Space 


An efficient device for extensive and 
attractive display of all varieties of 
tools is made by The Acme Level & 
Mfg. Co., Archbold, Ohio. It appears 


The Herrick Ball Bearing 
Tool Rack 


under the market name Herrick Ball 
Bearing Tool Rack. This revolving 
rack has a large capacity and displays 
articles in a fashion that commands 
immediate recognition of their value. 

The Herrick Ball Bearing Tool Rack 
is made of malleable iron and steel. 
It revolves easily with a full load by 
the ball bearing movement, according to 
the makers. It has a capacity of 15% 
dozen tools. 

Every hardware merchant and gen- 
eral store keeper real- 
izes that the goods 
best displayed are 
sold soonest. Also 
that it is difficult to 
display one line with- 
out eclipsing another; 
and the articles in- 
adequately displayed 
suffer in the sales. 
Such a rack makes it 
possible to give many 
lines adequate and 
equal display. 

Rack arms may be 
obtained in various 
lengths adaptable to 
the variation in the 
lengths of the articles 
displayed. This vari- 


ation will be used to advantage in add- 
ing to the attractiveness of the display. 


Attractive Addition to the 
Kiddie-Kar Family 


The H. C. White Co., North Ben- 
nington, Vt., announces this new addi- 
tion to the Kiddie-Kar family. It is 
called The Kiddie-Pedal-Kar, and may 
be coasted or propelled by the feet. 

Electrically welded double dise steel 
is used in the construction of all the 
wheels. The shape is strikingly grace- 
ful. The discs are unusually heavy, 
and are sealed with enamel to keep the 
water out. Heat treated bearings of 
very fine quality are used. Both the 
ball bearing in the front wheel and the 
roller bearing in the rear wheels are 
said to be made in careful accuracy to 
a tolerance of four one-thousandths of 
an inch. All bearings are completely 
assembled, lubricated and sealed. 

A very beautiful finish, a combination 
of old ivory and red, is instantly strik- 
ing and rich. The finish is baked 
enamel, on the wheels and on every 
wood part as well. All work is finished 
with a final coat of spar varnish. 
Handle bar, post and cranks are of 
highly polished nickel. 

To assemble the Kiddie-Pedal-Kar is 
a very simple operation. Insert the 
front post through sleeve bearing in the 
seat, slip on the sleeve and tighten the 
bolt in the handle bar. 


New Kiddie-Pedal-Kar, Sister to Kiddie-Kar Special 








Realistic Harmless Toy Pistol 


There is one army that will resist 
successfully the trend of the times 
toward disarmament. That is the army 
of boys—and girls—who always have 
whetted the edges of their imaginations 
with a make-believe gun even if they 


Ronson Repeater 


have been forced to whittle their 
weapons themselves or to convert 
mother’s broom into a rifle. They now 
can buy an inexpensive toy revolver. 

Manufactured by the Art Metal 
Works of Newark, N. J., this novelty, 
known as the Ronson Repeater, emits 
a flash and ensuing smoke at a touch 
of the trigger, repeating this action 
5000 times from one “load,” and yet is 
an absolutely harmless toy to place in 
the hands of the smallest boy. Its 
gun metal finish as well as its grip 
are those of a real automatic and the 
mystery as to how it “shoots” is as 
fascinating as it is baffling. 

A feature that attracts dealers is the 
fact that it is a toy for all seasons of 
the year, though an added impetus to 
stock up, particularly among dealers 
at country and seaside resorts, is pre- 
sented by the approach of out-of-door 
weather and the Fourth of July. 

The novel spark feature and its guar- 
anteed harmlessness are the two points 
of appeal in this product for dealers. 
Reloads good for 5000 shots each, give 
additional returns and the assurance 
that customers will be back again to 
re-stock when the first load is ex- 
hausted. 


Refrigerator for Auto, Home or 
Camp 

For all-around refrigeration the C. 
K. Mfg. Co., Bush Terminal No. 76, 
Brooklyn, N. Y., are making a novel 
and useful refrigerator, which is con- 
veniently portable, and within the easy 
buying range of all tourists. It is 
known as the Kay Auto Refrigerator. 
The box comprises three separate com- 


Reading matter continued on page 106 
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R-W AiR- Way Hardware Always Pleases 


Sun parlors and sleeping porches are now demanded 


by practically every home owner. He is not a cap- 
able judge of good construction; you are. Naturally the confi- 
dence he places in your judgment is of vital importarice to your 
success as a dealer. The owner’s faith in you is sure to be 
strengthened by your recommendation of AiR-Way Multifold 
Window Hardware for sun parlors and sleeping porches. 


We want you to be thoroughly acquainted with AiR- 
Way hardware as well as our other items of hard- 
ware for the modern home. If you donot have our latest 
catalog covering these items, ask for Catalog A-4. 


**Slidetite,’’ manufactured f a 7 r orany oo a es Ad tisi i th 1 di 
by us, is generally accepted AURORA, ILLINOIS,U. S.A. pe ee ata 
publications which reach pros- 


as ‘‘the last word’’ in garage anes Chicage New York Cleveland pagien 
pit CHAR on G An oo ° pective home builders is cre- 

door hardware. It is widely RICHARDS-WILCOX CANADIAN CO Ll 

—— a aon ating a demand for R-W 


imitated. Real satisfaction is 
assured you and your customer c7 
through the use of the original, 
genuine ‘‘Slidetite.’’ 


vanishing door hardware. 
Every owner will appreciate 
doors hung on this hardware 
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partments, the ice chest occupying the 
center. 

The Kay Refrigerator is made of 
heavy galvanized steel with a space of 
1% inch between the inner and outer 
case which is packed solid with mineral 
wool for insulation. The inside recep- 
tacle holding the ice is movable on 
either side allowing the compartments 


Kay Auto Refrigerator 


to be increased or decreased as desired. 
The ice chest may be taken out and 
emptied. It holds about ten pounds of 
ice. This refrigerator is especially 
adapted for auto trips; it takes up very 
little space, holds sufficient food for a 
day’s outing, and keeps it fresh 
throughout the day. It is also adapted 
for the household, for camps and fish- 
ing trips since it can be placed any- 
where. 


Combination Improved Torch 


Torches which operate with one 
needle instead of two, are being turned 
out by the Otto Bernz Co., Newark, 
N. J., under the trade name Always 
Reliable. This torch is characterized 
by four distinct improvements. The 
burner needle is blunted and fits into 
an open channel. Owimg to this con- 
struction, there is no orifice to be en- 
larged. The burner needle is so con- 
structed that it cannot be removed un- 
less the entire stuffing box nut is un- 
screwed, making for safety. 

The gasoline burner block is screwed 
into the burner ready for use. The 
kerosene burner block is screwed into 
the filler plug. When kerosene is used 
as fuel, it is merely necessary to re- 
verse the burner blocks. Operating in 
this manner, the burner blocks are al- 
ways ready when required. For greater 
convenience in use the burner block 
for gasoline is marked “G,” and the 


PATENTED Q BURNER BLOCK BLUNT NEEOLE 
NO ORIFICE TO 
BURNER FoR & 


euaner 'BLOcK 
FOR KEROSENE 


Cross Section View Improved 
Bernz Torch 
kerosene burner block is marked “K.” 
Each torch is furnished with a pocket- 
folding cleaning needle. Two extra 
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cleaning needles are supplies in the 
handle of the torch ready for instant 
use. 

Always Reliable torches are furnished 
with the patented Never-Leak pump. 
The plunger of the pump screws down 
and out of the way. The needle at 
the bottom of the plunger acts as a 
double check, for should dirty fuel 
cause disorders in the internal check, 
the torch can still be used by screwing 
down the plunger. The top of the 
cylinder is flared to provide against in- 
jury to the washer when the plunger 
is inserted. 

Snail-type burners are used in all 
save the larger size torches. This 
burner is supposed to give a perfect 
blue flame in a minimum of time; and 
due to its construction, it may be 
cleaned thoroughly and quickly. The 
wire wheel type of control valve is 
used, for the purpose of insuring 
against over heating. Large size Al- 
ways Reliable torches are made with 
slightly different burners. It is claimed 
by the makers that the improved burner 
gives great satisfaction. 

Brass shells and bottoms are now 
made from a heavier gauge brass than 
that formerly used. An extra large 
brace fastens to the top of the shell 
to withstand rough usage. Refilling 
may be done quickly and without waste 
through the funnel-shaped bottom. 


Fool-Proof Tire Carrier Lock 
Thief proof locks of various designs 
have been on the market for some time. 
But here is a lock which is also claimed 
to be fool-proof. It is manufactured 


Autoloc—Non-reversible Fool-prvof 

Tire Carrier Lock 
by the Fraim-Slaymaker Hardware Co., 
Lancaster, Pa. The Autoloc, as it is 
known, has the non-reversible shackle 
and the distinctive feature of the fool- 
proof slots in the case of the lock which 
make it utterly impossible to insert the 
shackle into the wrong end of the lock- 
ing case. 

This device completely eliminates the 
inconvenience of having to cut or file 
the shackle in order to remove a lock 
after the shackle has been misplaced. 


Spark Plug Protector and 
Intensifier 


By the trade name “The Vesuvius,” 
a spark plug protector and spark in- 
tensifier reaches the market from A. R. 


Mosler & Co., New York City. The 
contraption fits right on the top of any 


June 8, 1922 


spark plug. The body protects the in- 
sulator, while the top acts as an in- 
tensifier. The spark may be seen 


Vesuvius Protector and Spark Intensifier 


through the hole on the top as it jumps 
between the little pointer in the cham- 
ber of the “Vesuvius” and the wall 
which secures it to the spark plug. 

A noticeable feature of the device is 
the ease with which it detects trouble. 
You should see the spark. If it does 
not jump the gap provided, the wiring 
or the source of current should be in- 
spected. The trouble is farther back. 

The Vesuvius Protector eliminates 
bad explosions; it avoids poor ignition, 
it is claimed. The current while it is 
being built up, cannot leak over the 
carbon; it is held in at the intensifier 
points until needed. When the pres- 
sure becomes strong enough to jump 
the intensifier gaps, the speed of the 
current forces its way through between 
the spark points. Great economy in 
gasoline is claimed for this appliance; 
it is supposed to use every drop of 
gasoline, and prevent soot, carbon and 
insulator deposits. 


Will Lift All Valve Springs 


Any type valve spring, it is claimed, 
can be lifted by the new appliance 
turned out by the Banner Accessory 
Mfg. Co., St. Louis, Mo., introduced on 
the market as The Sunnen Universal 
Valve Lifter. This instrument weighs 
one pound, and consists of adjustable 


ADJUST JAWS TO FIT ANY 
TYPE SPRING ONANY MOTOR 


THIS BEND 
PREVENTS SLIPPING 
ouT 


The Sunnen Universal Valve Lifter 
jaws to fit any pattern of spring on any 


motor, adjusting screws and a non- 
slip bend. 





